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NEW YORK LIFE INSURANCE CoO. 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 
DARWIN P. KINGSLEY, President 
INCOME, 1920 PAID POLICY HOLDERS 1920 
$142,672,244 Death Claims $35,036,558 


Premiums 
Interest and Rents 44,335,004 Endowments 24,399,171 
Dividends 1,981,555 


Other Income 6,782,885 23,432,313 

$193,790,133 i $114,849,597 
New Paid Insurance in 1920 $693,979,400 
Admitted Assets, January 1, 1921 $966,664 ,397 
Legal Liabilities, January 1, 1921 $841 ,255,357 
Reserve for Dividends and Other Purposes $125,409,040 
Insurance in Force, January 1, 1921 $3,537 ,298,756 
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America Fore The American Eagle Fire In- 
surance Company today, more 
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BUSINESS « PROFESSIONAL SERVICE-plus 
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If you place yourself in that class FIRE INSURANCE COMPANY 
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80 Maiden Lane, New York 
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“SOMETHING DIFFERENT” 


This Policy is Getting, the Business. Over $9,000,000 Written in Ten Months. 


1921 | 
WHAT ARE YOUR PLANS? 


GENERAL AGENTS SEEKING NEW CONNECTIONS FOR 1921 SHOULD WRITE US 
WE HAVE FINE TERRITORY OPEN _. 


RESERVE LOAN LIFE INSURANCE CO. 
INDIANAPOLIS, INDIANA 
Insurance In Force, Over $50,000,000.00 
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Railroads Cause 


Many Fatalities 


More Than One Thousand Persons Killed in Wrecks or by 
Trains Last Year 


ORE than one hundred and fifty per- 
sons were killed during 1920 in rail- 
road wrecks and more than a thou- 
sand lost their lives through railroad 
accidents, in the United States, ac- 
cording to statistics recently pub- 
lished. Among the chief wrecks of 

last vear in this country were the Onawa collision, in 

which twenty-three persons were killed; the Eliza- 
bethport, N. J., collision, in which sixteen persons lost 
their lives; the Portland, Ore., collision, in which eight 
lives were lost; the Schenectady, N. Y., collision, with 
eight killed; the South Pittston, Pa., collision, with 
nineteen deaths; the Fairmont, W. Va., collision, with 

five killed, and the Globeville, Col., collision, with a 

death list of ten. The most serious train wreck of the 

year occurred at Oudh, India, in which one hundred 
and fifty persons alone, were killed, and almost five 
hundred injured. 

Many of the persons killed last year by trains were 
insured and the beneficiaries received double the face 


value of the policies under the double indemnity pro- 
A rug buyer, traveling for 





visions of the contracts. 


a Fifth Avenue department store, was one of the 
victims in the wreck which occurred last April at 
Oudh, India. Before leaving for India he had taken 
out an accident policy and a double indemnity claim 
for $30,000 resulted, which was promptly paid by the 
company in which the policy was taken out. The in- 
sured had only paid a single premium of $50. Most 
policies with the double indemnity clause give the in- 
sured protection while traveling abroad. Many rail- 
road accidents have occurred, particularly in Europe, 
owing to the worn out condition of the rolling stock 
on account of the war. 

While new figures are not as yet available as to the 
number and amount paid out by any insurance com- 
panies on claims arising from railroad accidents dur- 
ing the past year, the experience of the Aetna Life 
Insurance Company of Hartford over a period of 
twenty-two years is of interest. During that time 
4,682 claims were paid to the public, aggregating 
$987,676, while 24,852 claims, aggregating $1,428, 1 7, 
were paid to railroad employees. Over the same 
period steamboat accidents resulted in 565 claims, 
totaling $305,013. Thirty-five thousand seven hun- 
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dred and forty-nine claims are listed by the Aetna 
under the classification of travel accidents, 24,191 
under the classification of falls and 9,753 under the 
classification of riding and driving. 


20 PER CENT TRAVEL CLAIMS 

Figures compiled some time ago by the Travelers’ 
Insurance Company of Hartford show that travel 
accidents constitute 9 per cent of the claims received 
and 20 per cent of the amount paid to policyholders, 
compared with 16 per cent of the claims received, as 
due to automobile accidents and 19 per cent on the 
amount paid. 

Statistics for 1919 published in the World Almanac 
show that there were 301 passengers killed on rail- 
roads, and 8,147 


The following is the comparative compilation of 
accidents and other delays: 








1919 1920 

PRES ONAS ie SUEAIC I ie teteiavs crass e/a Tole tine (ccissane opelereie stareere rs 1,431 892 
ee ee err erry 171 152 
Boarding and alienating 16.6015 <1 s50eesicsasvessces 1,101 724 
Sa Fee INS HOSA sysctl cs aa aio ave aie (o'o/e cise s rats foiecnos 644 531 
Wiel e AO I SIONIS | 5.65 5. ora ini viaje. Sviereiese Sisco se aiseice'e 3,367 2,816 
PDB aS GHES cc iohie a aia aroirn: viorora a croia}e aveiere sisieyeisisnay ieisrs 3,307 3,623 
IGUIPMEHt EFOUBDIES <<. <-0:0 sie: 56s. 5is 016 0%. 6016 6:0053) sie wait 10,861 11,215 
Wier Accidents a5).eilosecras ots ioe wwe Selon cin dean 2,270 2,101 
ber CLAYS ooo o seis 0:01 0:5 sigjos0! sloreinineleralolentinlel lee 7,036 13,196 
ANG UAE inc cesrors croc SCs Bia tines oGleTeS . 30,278 35,250 


So far this year there have been several wrecks, the 
worst of which occurred at the end of last month, 
when forty-three persons lost their lives in a collision 
at Porter, Indiana. Another crash occurred a few 

days ago. at 





injured. Every 
one of these per- 
sons if insured 
under the double 
indemnity pro- 
vision, received 
wice the face 
amount of his 
policy. In the 
same year, 2,271 
railroad em- 
ployees were 
killed and 131,- 
211 injured. 
Figures for the 
previous year 
showed 519 pas- 
sengers killed 
and 8,081 in- 
jured. In 1907, 
610 passengers were killed and 13,041 injured. The 
figures for 1907 are the highest on record since 1892. 

A compilation of accidents on New York city rail- 
ways for 1920 made public last week, showed that 
there were 35,250 cases compared with 30,278 in 
1919. A decrease of 37 per cent in the number of per- 
sons struck by cars compared with the preceding year 
was reported, and a reduction of more than I0 per 
cent in the number of persons saved by being picked 
up by wheel guards or fenders of cars. An increase 
of four per cent in the number of derailment and 
equipment trouble was also contained in the report, 
and it was said that the deterioration or deferred 
maintenance of the street railway companies had as- 
sumed an alarming aspect. 











ForTY-THREE Persons WERE KILLED IN THE ABOVE Wreck, WuHicH OccurreD Last MontH 
AT PorTER, INDIANA 


Harrisburg, Pa., 
in which one 
person was 
killed and a 
number injured. 
So far, 1921 
leads over the 
previous year in 
the number of 
fatalities. 

The worn out 
condition of 
rolling stock in 
Kurope under 
war pressure, 
has, however, 
made railroad 

- wrecks a more 
common occur- 
rence there than 

in the United States. Cars that should have been dis- 
carded years ago are still to be seen on most of the 

European railroads, although efforts are being made 

to obtain new material and orders for many thousand 
cars have been placed in the United States. 

It is a fact that claims resulting from railroad 
wrecks constitute only a few of those received by in- 
surance companies, but many a man, when he is about 
to make a journey, considers accident insurance, be- 


cause he has not reassured himself that it is perfectly 
safe, and the double indemnity clause is a strong 


wedge for selling an accident insurance policy to such 
aman. He is able to get sound protection at a reason- 
able rate which covers him abroad as well as at 
home. 





International Film Service 
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ITHIN the last few weeks the re- 

mark has been made several times 
in the writer’s presence that the “day 
of the professional man is returning.” 
Indications certainly point to the fact 
that after several years of hard sled- 
ding, the professions are beginning to 
look up. This, to the intelligent life 
underwriter, should mean something. 
The agent, who does not take business 
depression too seriously, will be revising 
his prospect list and getting the pro- 
fessionals back at the head of it, where 
they used to be in bygone years. It will 
probably not be so easy to write life 
insurance among the laboring and specu- 
lative classes this year but it does look as 
though the professional man would have 
some cash in his pocket. Cash in the 
pocket means half the battle won for the 
salesman. 


HE recently published report of the 

committee on losses and adjust- 
ments of the New York Board of Fire 
Underwriters indicates the astoundingly 
rapid progress of moral hazard. The 
figures in this report, adjusted on a basis 
of the committee having handled 60 per 
cent of the losses, give a total figure of 
nearly $27,500,000 for the losses of the 
Metropolitan territory during 1920. The 
same figure in 1919 was $14,618,555, 
showing that the losses this past year 
were nearly double those of the previous 
year. There were reported to the com- 
mittee 3,186 losses averaging $5,162 dur- 
ing 1920 as against 2,177 loss entries in 
1919 for an average loss of $4,029. The 


report states that business conditions, 
and particularly the moral hazard, are 
reflected in these figures. When one con- 
siders the rapidity with which values 
have fallen during the past year, the 
moral hazard seems to be the only 
way to account for the enormous in- 
crease. The conimittee reported a sav- 
ing of $448,598 over the assured’s proofs 
of loss as the result of investigations 
made by it. These investigations were 
made at a cost of $26,704. 





ADVERTISING MANAGERS MEET 
| gonbnigioniaies has been received by 

THe Spectator that the recently 
formed organization of the advertising 
managers of a number of the insurance 
companies has been set for one day this 
week. Possibly one purpose of this meet- 
ing is to consider data furnished by pub- 
lishers of insurance journals concerning 
their papers. As it is to be assumed that 
these gentlemen are aiming to secure 
better or more extended service for their 
companies on the part of their repre- 
sentative press, Tue Specraror hopes 
that they will bear in mind in their dis- 
cussions that it money 
to increase the circulation or news or 
educational value of a journal—it means 
expenditure of tens of thousands of dol- 
lars of additional the 
publishers of the larger journals are 
well aware of. In fact, it is to be hoped 
that the advertising managers have plans 
in mind to increase their companies’ ad- 
vertising expenditures with a view to 
enabling the better class of insurance 
journals to improve the service rendered 
by them to the companies and_ their 


costs much 


investment, as 


agents. 





PROBLEM OF CLERICAL TURNOVER 

Several things have co-operated lately 
to call attention to the employment prob- 
lem in the insurance world. A talk with 
a well-known manager of an English 
company revealed the fact that there is 
no problem in England, not as we in 
America conceive it. There a young man, 
or his father for him, chooses the firm 
for which he wishes to work and then 
plans to spend his lifetime in its serv- 
ice. His father watches closely his prog- 
ress in the firm. On their part, the firm, 
wherever possible, advances him, never 
going outside its own organization when 


5 


a vacancy occurs to which an employee 
can be promoted. No firm ever thinks 
of hiring a man from some other office— 
at least, not without first securing the as- 


sent of its manager. An employee sel- 


‘dom thinks of going outside his own 


office to better himself. He has been 
careful in selecting his office, and knows 
that if he cannot make good there, he 
cannot make good anywhere. There is 
none of that constant scramble for 
trained men that characterizes the man- 
agement of American business. Of 
course, the situation in England is very 
different than in this country. There are 
fewer new enterprises there, develop- 
ment has reached a high point, while in 
our United States there are constantly 
springing up new enterprises and old 
ones continue to develop. For those rea- 
sons there is a demand for trained 
workers which does not occur in Eng- 
land. 
and uneconomic interchange of employees 


Nevertheless, there is a constant 


between old established concerns in this 
country, and that is especially true of the 
insurance business. In a recent reor- 
ganization of the official staff of a large 
insurance company, it was considered a 
subject for editorial comment in several 
papers that all the new officers had 
grown up in the company’s service. 

A recent visit to the new building in 
Newark of one of the large English 
companies by members of a well known 
organization occasioned considerable 
comment upon the value of the invest- 
ments made by the company in behalf 
of its employees. An entire floor of the 
building has been fitted out for their 
benefit, with dance halls, restaurants, rest 
rooms, a first aid hospital, hotel accom- 
modations, etc. The purpose of all this, 
of course, is to hold down the clerical 
turnover. It is too new to estimate the 


success of the plan, but its operation will 
be watched with interest. 





Plan Iowa Blue Goose April 1 Meeting 

The Iowa pond of the Blue Goose is consider- 
ing a big April Fool party, Friday night, April 
1. The ladies will be in on it, of course, and 
the fact that April first falls on Friday night, 
makes the date seem timely for a social affair. 
However, since the annual business meeting of 
the pond is in April, Most Loyal Gander Follett 
has not decided whether it would be wise to 
attempt two big meetings a fortnight apart. 


—The Southeastern Life of Greenville, S. C., re- 
cently placed a group policy on 308 ministers amount- 
ing to half a million insurance. 
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DO YOU OWN ANY FARM MORTGAGES? 


Farm Mortgages represent the only security which despite th: 
the « 
world war and financial upheaval has always been worth par and mean 
always will be. sist 
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Financial worry or sleepless nights are unknown to the holder press 

of farm mortgages. se 
snou 

36 years ago Mr. F. B. Collins, President of The F. B. Collins yi 
Investment Company, engaged in the farm loan business in a very ane 
modest way. Today this company controls the choicest farm mort- | etn 
gage offerings from the great and rapidly developing Southwest in c 
with fifteen branch offices maintained in the field. : _ 
at ur 

The paid up capital of The F. B. Collins Investment Company be he 
now is $500,000 with a surplus of $50,000. _ 
done, 

The Collins Farm Mortgages stand in a ciuss by themselves, and ie 
those who have surplus funds to invest will be interested to hear Ca 
what our clients, comprising the large life insurance companies, only 
holders of trust funds and private investors, think of our company’s 
superior investment service. an 
the t 

The farsighted investor during times like these will studiously 7 
avoid the speculative risk and will insist on a security assuring him of Th 
a fixed dependable income. the S 
ee 

The Collins securities fill the bill. try, | 

un 

Send for our booklets ‘‘Why Collins Farm Mortgages are Safe’, this i 

‘“‘As Others See Us’’, and ‘‘8% Collateral Trust Bonds’ and be con- but it 
vinced. ii 
taken 


THE F. B. COLLINS INVESTMENT COMPANY 


Members Farm Mortgage Bankers Association of America 


727 Monadnock Block, Chicago 


Home Office: Oklahoma City, Oklahoma 
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| FIRE INSURANCE NOTES AND EVENTS 








NEW YORK SURVEYS 

Four Fires.—Four sprinkler losses, not 
from fire, have been caused in a certain plant 
by the heat used in a certain process sufficient 
to open the heads. A study is being made of 
the case, rather a special one, in fact, to see if 
heads of a high fusing point sufficient to re- 
sist the heat and still be of service in the case 
of an actual fire, may be installed. Incidentally, 
of course, such a condition might almost im- 
press one as a good risk to keep away from. 

Sharp Advances in Rates.—The 
should come when the business of insurance, 
believe is true of all branches, 


time 


and this we 
should get away from the practice of making 
an extra advance in rates at a certain time. 
The insurance being based on 
averages, does not call for very sharp advances 
in classes or groups at any one time unless 
there has been a long period exceeding the 
advance when the business was being written 
at unprofitable rates. The rate situation should 
be handled so as to avoid these sharp advances, 
it being far preferable to lift the rate up a 
slight amount and frankly state why it is 
done, than to continue to write the business 
at a loss until in despair they are doubled or 
even put higher. 


business of 


Cancellation for Non-Payment.— The 
only effect of the proposed legislation ter- 
minating a policy at the end of sixty days, if 
the premium be not paid, with privilege for 
one thirty-day extension, would be to defer 
the time of payment; no other object would 
be secured by this legislation. The present 
working rules give all the time necessary. 

The Moral Risk.—A letter received on 
the Street this past week from a South Ameri- 
can correspondent gave some interesting in- 
formation in regard to insurance in that coun- 
try, but especially took up the point of view 
from which underwriting is largely conducted, 
and that is the moral risk. It may be said that 
this is not especially different from this country, 
but it happens to be because, apparently, in the 
southern republics the moral risk being assured 
the entire line, never mind what its size, is 
taken by the English or other foreign com- 










pany and distributed, of course, among them. 
In other words, once the moral hazards is con- 
sidered all right, the physical hazard is taken 
care of by the proper distribution among the 
different companies by the company which 
controlled the line. 


PHILADELPHIA NOTES 

P. S. Cosgrove in Philadelphia.—P. S. 
Cosgrove of the Fred S. James & Co. office 
spent several days last week in Philadelphia, 
where he was receiving congratulations from 
his many friends upon his elevation to assist- 
ant United States manager for the companies 
managed by the James office. 

Commercial Union Changes Agents.—The 
Commercial Union of New York has discon- 
tinued the agency of Clarence Wrigley, and 


has appointed Buckley & Meade agents. The 
National Reserve also has gone into this 
agency. 


Thefts from Insurance Offices.—During 
the past two weeks a number of insurance 
offices along Walnut street have been entered 
by thieves, who have confiscated some valuable 
office equipment. One office was entered about 
5:30 one evening, when many of the clerks 
were still on duty. A young man walked up 
to a table on which stood a new typewriter, 
threw an oiled cloth cover over the machine, 
picked it up and walked out, the clerks sup- 
posing him to be a messenger from the type- 
writer company. Latter the door of the same 
office was forced and an adding machine stolen, 
Since this three other offices have been entered 
and similar articles taken. A boy about nine- 
teen years old has been arrested, but the thefts 
continue. 


PACIFIC COAST ITEMS 
Williams Agency Established. — The 
Thos. H. Williams general agency of Portland, 
Ore., has established California offices at 266 
Pine street, San Francisco, in the quarters 
formerly occupied by the Edward Brown & 


Sons general agency. The Williams general 


agency represents the Knickerbocker and the 
American Equitable. 


Alvin W. Shields has 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


been appointed manager of the California 
office, and will have charge of the business 
throughout the State. He has had a wide and 
varied insurance experience in the fire insur- 
ance business of the Pacific Coast, and is re- 
garded as being especially equipped for his 
new duties. Mr. Shields has appointed E. C. 
Arnold special agent for the Southern Cali- 
fornia territory, with headquarters at Los 
Angeles, and expects soon to announce the 
special for Northern California. 

County Fire Warden Sought.—The Sac- 
ramento County (California) Farm Bureau is 
wideawake to the need of protecting rural com- 
munities against the ravages of fire, and is 
favoring the appointment of a county fire 
warden, whose duty it shall be to supervise the 
work of fire protection and fire prevention. 
The bureau has requested the National Board 
of Fire Underwriters to make a survey of all 
the towns in the county and suggest plans for 
beterment along fire prevention lines. 

Capital Fire Officers Re-elected.—The 
Capital Fire Insurance Company, at its annual 
meeting recently held at the home office in 
Sacramento, Cal., re-elected H. C. Muddox, 
president; J. H. Heitman, first vice-president ; 
H. S. Williamson, second vice-president; P. C. 
Cohn, treasurer, and J. F. Landis, secretary. 


CHICAGO AND THE WEST 

Western Union Changes.—Alfred Stin- 
son, Western manager of the Fidelity-Phenix, 
has been appointed chairman of the bulletin 
committee of the Western Union, succeeding 
S. T. Collins, recent Western manager of the 
Providence Washington. Fred B. Luce, Mr. 
Collins, successor, also becomes a member of 
the bulletin committee. 

Northern Assurance Agents.—The Rock- 
wood-Badgerow Company has been appointed 
Chicago agents for the Northern Assurance, 
under J. C. Corbet, Western manager, and C. 
N. Bishop, Cook county manager. 

New Company Organizing.—With an 
authorized capital of $200,000, the American 
General Insurance Company is being organized 
at Chicago. The stock is being sold at $25 a 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 








GENERAL INSURANCE OFFICES 


WILL IN 1921 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
i offices that have life departments are pleased with 
results, 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a general 
insurance office. In 1921 this Company will make a specialty 
of broadening its service to this extent. We solicit correspond- 
ence with insurance agencies now writing fire, or fire and cas- 
ualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 








ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 


RD Pe EE ay LIC a ph a Ree me RP $24, 143,510.56 
Oe Pee ee ee 21,803,452.41 
EE ES re 2,340,058 .15 
ee, a 207,301,719. 00 


Payments to Policyholders............... 1,983,096. 17 
Total Payments to Policyholders since 


5 hes ils Gates aang eres $25,823,269.97 
JOHN G. WALKER, President 





The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N.Y. 


Metropolitan Offices: 90 and g2 William Street 


ANNUAL STATEMENT DECEMBER 31, 1920 


i seo h ae vats oy Garg ee $24,470,003.77 
I as clei ed Siw eked aa Ree RSS 19,132,734.64 
bak genie ets ad ws ole Ay 2,000,000.00 


SURPLUS OVER ALL LIABILITIES...... 39337,269.13 
LOSSES PAID TO DECEMBER 31, 1920.... 78,551,312.58 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 








37,005 PEOPLE 


wrote to us last year and asked for an illustration of 
our ‘Income for Life’ at their age. This valuable 
lead service explains why our 1919 business showed 
a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net 
premium reserve basis. Insurance in force over 
$173,000,000. Faithfully serving insurers since 1878. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL 


LIFE INSURANCE COMPANY > 


PHILADELPHIA 
WALTER LE MAR TALBOT, President 

















“As strong as a lion,—and 
as clean as a hound’s tooth” 


THE LION BONDING AND 
SURETY COMPANY 


OMAHA 


With capital and surplus of nearly seven hundred 
thousand dollars, and with assets that are absolutely 
sound, the management of the Lion have confidence 
in the growth of the- institution. Write us for an 
Agency Connection. 


E. R. GURNEY, President 
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share, par value $10, the difference, after de- 
ducting fifteen per cent for promotion expenses, 
being applied to surplus. 


BOSTON AND VICINITY 

Boston Fire Department Praised.—The 
National Board of Fire Underwriters has is- 
sued its report dealing with the Fire Depart- 
ment and fire alarm system of the city of Bos- 
ton. This report supersedes that of 1906. The 
report is very flattering in every respect, and 
states that the fire department is well admin- 
istered and headed by a progressive and ex- 
perienced chief. It compliments the personnel 
of the department, and reports that the appa- 
ratus is in good condition and the equipment is 
excellent. 

Warns Against Over-Insurance. — The 
New England Insurance Exchange is sending 
out notices to agents warning against the 
danger of over-insurance and emphasizing the 
necessity of readjusting lines to changed con- 
ditions. 

Rating Manual Amended.—The Massa- 
chusetts Rating and Inspection Bureau has 
amended the manuals in relation to compensa- 
tion risks of “fuel and material dealers,” es- 
tablishing a considerable reduction for these 


classes. This change becomes effective April 1. 





Arizona Bill to Regulate Fire Insurance 
Rates 

A bill is now pending in the Arizona Assem- 
bly which, if passed, will require all the fire in- 
surance companies operating in that State to 
file general basic schedules showing rates on 
all classes of risks, conditions privileges, terms, 
charges and credits. The bill passed the 
Senate on February 25. Percy V. Long of San 
Francisco, assistant general counsel for the 
National Board of Fire Underwriters, has been 
in Phoenix for some time in the interest of 
the companies and will remain until after the 
fate of the bill is settled. 





—As the result of the establishment of a_ two- 
platoon system in the fire department of Alameda, 
Cal., the citizens of that city are demanding a reduc- 
tion in their fire insurance rates. 

—According to the report of Ohio State Fire 
Marshal Dykeman, there were 135 fewer fires in 
February, 1921, than during the same month last 
year, but the property loss was $149,218 heavier. 





Insurance Company, New 
York 


One of the oldest and most respected of 


Hanover Fire 


_ New York institutions, the Hanover Fire In- 


surance Company, presents marked evidences 
of progress in its sixty-eighth annual state- 
ment. This shows that on January I, 1921, the 
Hanover Fire had admitted assets of $7,000,131 
and a surplus to policyholders of $1,973,236, in- 
cluding $1,000,000 capital. Its reinsurance re- 
serve on the same date was $4,131,618. Last 
year the Hanover Fire wrote net premiums to 
the amount of $4,566,302, an increase of over 
$500,000 above the premiums of 1919, and 
which necessitated the addition of nearly $500,- 
000 to the unearned premium reserve. The 
company’s assets increased last year more than 
$600,000, and its net surplus increased over 
$43,000, after the payment of $100,000 of divi- 
dends to stockholders. The underwriting 
operations in 1920 were so favorable that the 
combined loss and expense ratio of the Han- 
over Fire was but 86.7 per cent. When it is 
considered that in the last five years the re- 
sources of the Hanover Fire have increased 
practically $2,500,000, that in that period it has 
added $1,650,000 to its premium reserve, and 
after paying $500,000 to stockholders, has in- 
creased its surplus $172,000, its record is one 
with which its officers may well feel gratified. 
The Hanover Fire owns bonds and stocks 
valued at $4,521,026, and its home office build- 
ing in New York, carried at $979,300. Among 
other assets are noted premiums in course of 
collection, $755,728, and cash, $188,406. 

It is clear that the administration of the 
affairs of the Hanover Fire is in safe and pro- 
gressive hands. Undoubtedly, in the rating of 
an insurance company, the character of its 
management should. and does count for a great 
deal, and the conservatism shown in the con- 
duct of the Hanover Fire has had much to do 
with the public confidence which is reposed in 
that company, 

The Hanover Fire has amply proved its 
ability and wilingness to meet its every obliga- 
tion, its conflagration losses in Baltimore and 
San Francisco alone having amounted to over 
$1,700,000, and ‘having been promptly paid. 
The company operates in nearly all of the States 
and territories and has a well established field 
force. 

The officers of this strong and well-managed 





company are: President, R. Emory War- 
field; vice-presidents, Fred A. Hubbard and 
Charles W. Higley; secretary, E. S. Jarvis; 
assistant secretary, William Morrison. 


Lacked Insurance Knowledge 

The Pennsylvania Insurance Department re- 
cently summoned for examination a broker 
who had written on the back of a policy some 
scurrilous remarks about an agency. This man 
had been covering farms, property, dwellings 
and households for many years. The follow- 
ing are some of his answers to questions put 
to him by the department examiners: 

What is meant by rebating? 
writing below the board rate. 

What is meant by “twisting” ? 
know just what it is. 

What is “misrepresentation” ? 
tation is not doing what is right. 

What is a chattel mortgage and is a chattel 
mortgage legal in Pennsylvania? Well, some 
of them are and some of them ain't. 

What does pro rata cancellation mean? It 
means they don’t overinsure. 

What is reinsurance? Additional insurance 
or expiration; either one. 

Is the insurance commissioner elected or ap- 
pointed? Isn’t he appointed by the State or 
the President? 


Does an agent’s license contain the name of 
several companies? Sometimes. 


At conclusion the department instructed the 
home office to take him in hand and do what 
it could to teach him rudiments and show him 
the scope of the business in which he had been 
blindly wandering for many years. He is a 
local producer and has a good record; and a 
“little learning” will aid him to a marked 
degree. 


Rebating is 
Well, I don’t 


Misrepresen- 


John A. Eckert & Co. in New Office 

John A. Eckert & Co., New York insurance 
brokers, announced last week the removal of 
their offices to the new building at 90 John 
street, where the firm will occupy the second 
and third floors. 


—Gross R. Scruggs & Co. of Dallas, Texas, general 
fire insurance agents, announce the appointment of J. 
Sparks Yantis of Little Rock and Fort Smith as their 
assistant manager. Mr. Yantis is a young man who 
has devoted his life to the insurance business and 
has shown marked executive ability. For three years 
he was State agent for Scruggs & Co., and during 
recent years he has been State agent of the National 
of Hartford. He is one of the youngest men of the 
State to be advanced to such a responsible position. 





RATT 











F. M. MACHMER 


President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 





Insurance in Force—Over $118,000,000.00 














Large Strong Progressive 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 





A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 


























TWO BOOKS OF REAL MERIT 


The Real Estate Educator 
F. M. PAYNE, (New Edition 1920) 


A repository ot useful information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Men. What 
you NEED to know, what you OUGHT to know. The 
New 1920 Edition contains The Federal Farm Loan Sys- 
tem, Ho w to Appraise Property, How to Advertise Real 
Estate, HOW TO SELL REAL ESTATE, The Torrens 
System, Available U. S. Lands for Homesteads, The A 
B C’s of Realty and other useful information. 

2081 pages_cloth, $2.00 postpaid. 


The Vest Pocket Lawyer 


This elegent work just published contains the kind of 
information most people want. You can know the law— 
what to do—what to avoid. It is a daily guide—a 
manual of reference for the business man—the law stu- 
dent—the justice of the peace—the notary public—the 
farmer—the clergyman—the merchant—the banker— 
the doctor. 360 pages printed on bible paper. Cloth 
$1.50. Leather gilt $2.00. postpaid. 


THE SPECTATOR COMPANY 


Cuicaco OFrFIcr 185 WriuraM STREET 
Insurance Excnancs NEW YORK 














The Fireman’s Fund 
is in the front rank 
in fire, marine and 
automobile insurance. 
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PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over  $8,700,000.00 
Insurance issued during 1919, over $31,000,000.00 
Insurance in force Dec. 31, 1919, over $91,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it = built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


Address: E. G. Simmons, Vice=President and General 
Manager, New Orleans, La. 














A Progressive SURETY and CASUALTY Company 
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STRIKE INSURANCE 


Company Writing Business Rapidly 
Expanding 








OTHER CONCERNS CONSIDER IT 





Hartford Companies Attracted by Prospects 


Asa result of the rapid growth of the South- 
ern company, which has been issuing strike in- 
surance, a number of large Hartford companies 
are preparing to go into the business them- 
selves, according to a New York evening paper, 
which states that there is contained in the 
newly compiled insurance act now pending in 
the Connecticut Legislature a clause permitting 
the big companies to assume strike risks, 

The rate charged by the company is $1.25 for 
each $100 of fixed charges and profits. The 
company pays eight per cent of the actual 
loss up to the face value of the policy. Thus, 
if an employer’s fixed charges are $100,000 and 
his net profits $50,000, the cost of the insurance 
will be $1890 a year. In the event of a strike, 
that firm will collect $500 a day for 300 days 
if the strike lasts that long, or until the em- 
ployer resumes eighty per cent of his normal 
production. 

It maintains a service department which pro- 
poses to act as a mediating agency when called 
upon. It plans to have a local secretariat in all 
large centers. 

Later the company intends to have advisory 
councils in all industries covered, with a gen- 
eral interindustrial council and local advisory 
bodies to deal with its purely local problems. 

The plan, it is claimed, will tend to reduce 
the number of strikes. Actuaries of the com- 
pany estimate that in the ordinary course of 
things, there will be 110,000 strikes in the next 
two years. In the industries already affected 
it claims to have prevented seventy-six per cent 
of the walk-outs threatened. 


Iowa Agents Find Business Better 


Iowa fire insurance field men report a slight 
improvement in business, although it is still 
far from up to snuff. Merchants are carrying 
depleted stocks so that there is a much smaller 
line of insurance to carry than in former years. 
Moreover, no new buildings have been con- 
structed in months and, of course, no new stuff 
to be insured. A number of labor rows is an- 
ticipated the first of April when the master 
builders attempt to put into effect a lower 
wage scale. After this is over, a general re- 
sumption of building is anticipated, although 
on a smaller scale than in previous “fat” years, 


—.A bill has been introduced in the Texas Legisla’ 
ture permitting local insurance associations to extend 
their radius of operating from 50 to 100 miles. The 
Measure also provides that the majority of officers 
of such associations must reside in the territory. It 
also places no limit on the number of policyholders. 

—Only thirty-seven death claims were filed with 
the Ohio State Industrial Comimssion during the 
month of February. This was eleven less than during 
the month of January. Injury claims also showed a 
decided slump, there being ahout 500 less in February 
than in January. 





FORTY YEARS WITH GREAT AMERICAN 
INSURANCE COMPANY 


Charles E. Jahne Completes Forty Years as 
Inspector and Underwriter 

On March 4 C. E. Jahne celebrated his long 
term of service with the Great Amercian of 
New York in the company of his fellow in- 
spectors, who presented him with a handsome 
silver bronze vase and pair of candlesticks ap- 
propriately inscribed. 

In the early evening the entire inspection 
staff journeyed to White Plains and gave a 
surprise party to Mr. Jahne, at which time a 
bountiful collation was served. 

Mr. Jahne entered the employ of the Great 
American, when that company was located at 
115 Broadway, as a junior clerk and filled many 
important positions with the company, includ- 
ing those of chief inspector and supervising 
underwriting. For many years he was asso- 
ciated with the late Gene Eagles of the Great 
American. 


Rate Reductions for Nineteen More Texas 
Towns 

Nineteen additional Texas towns have been 
granted a maximum credit of 15 per cent on 
the final rate of insurance on account of good 
fire record for the past three years, by the 
Texas State Fire Insurance Commission. 

This reduction applies on all policies writ- 
ten on or after March 1, 1921, and expire 
February 28, 1922. The following are the 
towns: Post City, Carrizo Springs, Carthage, 
Trenton, McLean, Conroe, Kingsville, La 
Grange, Floresville, El Paso, Fort Stockton, 
San Juan, Madisonville, Kerrville, Garrison, 
Lockhart, Cuero, Llano, Lubbock. 


‘Utah Police Arrest Arson Gang 

Salt Lake county police authorities have un- 
covered an extensive arson plot that had been 
organized for the purpose of defrauding fire 
insurance companies here. The plan was for 
a member of the gang to rent a house that ap- 
peared to have sufficient inflammable material 
in its construction to enable it to burn freely, 
buy a few cheap articles of furniture, insure 
them for a large amount, live in the house for 
a few days or a few weeks and then fire it. 
Some of the men arrested boasted of the 
“good jobs” they had carried through, but ac- 
cording to the police they became careless and 
used too many rags and too much coal oil, 
which eventually lead to suspicion and arrest. 


Supreme Court Upholds New Jersey Law 

James W. Ferguson of Cranford, N. J., who 
had represented the Hartford Fire in that town 
for forty years, recently had his license for it 
revoked on the ground that his principal place 
of business was in New York. He attacked 
the constitutionality of the resident agents’ law, 
under an interpretation of which the revocation 
was made; but the Supreme Court has upheld 
the validity of the law. 


II 


Finds Many U. S. Schools Fire Traps 


American school buildings are for the most 
part congested fire traps, according to a re- 
port on housing conditions in American city 
schools made public by the American City 
Bureau. 

The report follows an inquiry directed by 
the bureau and the national committee for 
Chamber of Commerce co-operation with pub- 
lic schools. 

The report is based on facts provided by 
429 of about 950 cities in the United States, 
the population of which exceeds 8000. The 
population of the cities reporting is seventy 
per cent of the population of the whole group. 

Of all the school buildings examined only 
five per cent, says the report, were found to be 
fireproof. Forty-four per cent had brick or 
masonry walls, but twenty-one per cent were 
of wooden frame construction. Only a small 
number had fireproofing elements to lessen the 
fire hazard. 

Thirty-seven per cent of the buildings were 
“really firetraps,” the report charges. Very 
few had automatic fire alarms, while a little 
less than half had fire extinguishers. Fire 
escapes were missing in twenty-five per cent 
of the cases. 


To Curb Loss of Life in Ohio by Fire 


Shocked beyond measure by the useless and 
almost criminal loss of life by fire, especially 
among children and aged people left alone, 
H. A. Dykeman, the new State Fire Marshal 
of Ohio, intends to go to the Legislature for 
action. In less than three weeks in Ohio six 
children were burned to death and in several 
instances they were locked in. 

“Children and old persons must be pro- 
tected,’ says Mr. Dykeman, “and will be in 
Ohio if there is any law that can be passed 
to curb the loss of life. Aged people in their 
few declining years, are entitled to protection 
after their span of toil. Children just step- 
ping over the threshold of life must be given 
an opportunity to become useful citizens. It 
is bad enough for America to foolishly feed 
a bonfire with $350,000,000 in property each 
year: it is far worse to provide also a stag- 
gering casualty list”! 


National of Elizabeth Reinsures With 
Globe and Rutgers 
The National Fire and Marine Insurance 


Company of Elizabeth, N. J., reinsured all 
its outstanding business as of December 31 
with the Globe and Rutgers Insurance Com- 
pany, of New York. It will continue in busi- 
ness, writing fire insurance only. The state- 
ment of the company at the close of last year 
showed total assets of $587,090, a capital of 
$100,000 and a net surplus of $16,482. 


—The forty-second annual meeting of the Federa- 
tion Mutual Insurance Associations of Ohio was held 
at the Southern Hotel, Columbus, February 15 and 16. 
A friendship luncheon was held on Wednesday. In- 
formal talks were made by State Fire Marshal Dyke- 
man and Superintendent of Insuranec Gearheart. 
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President Secretary-Treasurer Tue PENINSULAR CASUALTY INSURANCE CO. 
FIRE Home Office —BAY CITY, MICHIGAN 
i i 250,000.00 
RE-INSURANCE Author zed Capital $ r) 
Now writing—Accident and Health Insurance, Live Stock. “a 
NORWEGIAN ATLAS INS. CO., Ltd. ——— ey. 1st, will write General Casualty Lines, ‘s 
including Automobile, 

Attractive Agency Proposition in Michigan, and will soon enter the | 

WEMPLE & COMPANY, Inc. adjoining States. ral 

15 William Street Colon C. Lillie, Lowry Vahey, | Harmon J. Wells petit 

New York N ew York President. Managing Underwriter, we Secretary and Pulle 
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. ACTUAL MARKET VALUES USED FOR ALL SECURITIES _Th 
Federated Fire Re-insurance Co. Organized 1055 January 1, 1921 ie 
FIREMEN'S INSURANCE COMPANY | J = 
Authorized Capital $1,000,000.00 cc aan out it 
Subscribed $1,000,000.00 Cash Capital, . . . . $1,250,000.00 — 

Re-Insurance Business Only. Net Surplus, . . - - $2,086,742.08 His 
Surplus to Policyholders, $3,336,742.08 erate 
— EASTERN DEPARTMENT WESTERN DEPARTMENT mantis 

’ D. H. DUNHAM, President NEAL BASSETT, V. P. and Mgr. jeu 
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MISSISSIPPI CASE 





Suit Filed to End Receivership 





REVENUE AGENTS’ AID OUT 





J. W. Cassedy Said to Have Disagreed 


There were two important developments in 
the Mississippi fire insurance litigation during 
the week past. The first was the filing of a 
petition in Chancery Court, in behalf of W. H. 
Pullen, a Jackson, Miss., fire underwriter, 
asking that court to set aside the receivership 
recently granted. 

The second was the announcement that J. W. 
Cassedy of Brookhaven, Miss., who has been 
conducting the case for the revenue agent, has 
retired. The latter bit of information leaked 
out in Hattiesburg, Miss., whither Mr. Cassedy 
had gone on business. He confirmed the 
rumor, but declined to discuss his retirement. 
His successor as leading counsel for the 
plaintiff has not been announced. A disagree- 
ment between Mr. Robertson, the revenue 
agent and Mr. Cassedy, as to the conduct of 
the case is said to be responsible for Mr. 
Cassedy’s action. Mr. Cassedy expressed the 
view that the revenue agent would ultimately 
be successful in his suit. Both Mr. Cassedy 
and Mr. Robertson belong to the same political 
faction, and have heretofore been warm per- 
sonal friends. 

Green & Green, attorneys for the fire agents, 
filed the petition in behalf of Mr, Pullen. This 
is in the nature of a test case, and its decision 
will have an important bearing on the ultimate 
outcome of the anti-compact suit. Any decree 
affecting Mr. Pullen will apply to all other 
Mississippi fire insurance agents. 

It is hoped that attorneys for Mr. Robertson 
will agree to an early hearing in recess, and 
that Chancellor J. V. Stricker will set one day 
in the current week for the case to come up. 

The filing of this petition created little sensa- 
tion in the State, as it had been freely stated 
that the revenue agent had struck a snag in 
the Lever act. 

It was stated in a Memphis, Tenn., paper, the 
Commercial-Appeal, that the revenue agent and 
his attorney, Mr. Cassédy, had disagreed be- 
cause the latter was favorable to entering a 
non-suit in the case of four of the fire com- 
panies. The same rumor was prevalent in 
Jackson, the Globe and Rutgers group being 
named as the companies against which Mr. 
Cassedy favored dismissing action. 

Mr, Robertson gave out an interview to a 
representative of the Jackson, Miss., Clarion- 
Ledger at the time of the expiration of the 
licenses, in which he stated that no company 
had made him a definite offer to compromise, 
and that the only compromise he was willing to 
accept was one in which the companies agreed 
to regard the majesty of the laws of the State 
of Mississippi. 

Mr. Robertson, in his interview, stated that 
he holds no stereotyped opinion as to the amount 
of penalties that should be fixed against the 
companies he alleges have violated the laws; 


that he wants to see the companies admit their 
duty to obey the statutes of the State, and is 
willing for the courts to fix the amount of 
penalties. 

Seeking to collect premium taxes alleged to 
be due from January I, 1915, the revenue agent 
has filed bills in the Chancery Court of Hinds 
county, on which the county officials have been 
busy obtaining service. There are slightly 
more than one hundred of these new suits, and 
the revenue agents set up an allegation that 
a premium tax of two and one-half per cent 
is due from January I, 1915, to December 31, 
1920, and that during that time a tax of two 
and three-quarters per cent is due from the 
companies on their gross earnings in Missis- 
sippi. These bills are made returnable at the 
May term of Chancery Court. 


New Hampshire Fire, Manchester 


The New Hampshire Fire Insurance Com- 
pany, of Manchester, has well earned the alliter- 
ative phrase “Sound, Solid and Successful,” 
which has for many years been customarily ap- 
plied to this company. Its annual statement 
as of January I, 1921 shows that it made ex- 
cellent progress last year, some of its gains in 
round figures having been as follows: In cap- 
ital, $250,000; in assets, $1,223,000; in premium 
reserve, $614,000; in net surplus, $110,000, and 
in premium income, $690,000. The assets now 
amount to $10,277,227, and include over $2,- 
4co,000 of United States bonds and over $6,- 
300,000 of other bonds and stocks, together with 
a cash balance of over $340,000. The capital is 
now $1,750,000, and after setting aside a rein- 
surance reserve of $4,823,479, and providing for 
other liabilities, there remains a net surplus of 

2,623,583. The company, therefore, has a sur- 
plus to policyholders of $4,373,583. The officers 
of this progressive company are: President, 
Frank W. Sargeant; vice-president, Walter M. 
Parker; treasurer, Nathan P. Hunt; secretaries, 
F. E. Martin, W. P. Burpee, G. A. French 
and C. E. Chase; assistant-secretaries, Gilman 
McAllister, V. E. Stevens and G. W. Swallow. 


Urges Strict Examination of Life Com- 
panies Forming 


An insurance bill which forces life insur- 
ance agents to undergo a strict examination 
before being granted licenses is pending in 
the House of Representatives of the Iowa 
Legislature, fathered by Representative Gar- 
ber of Floyd county. In addition to this 
“third degree” rebating is prohibited by a fine 
of $20 to $200, or commitment to jail. Gen- 
eral agents or insurers will not be permitted 
to pay these fines. In applying for a license, 
the agent must present an affidavit signed by 
some person of integrity along with an ex- 
tended questionnaire which he must fill out 
relative to his qualifications and intentions. 


—Three companies were admitted last week to 
Arkansas by the State Insurance Department. The 
Omaha, the Equitable Accident Company of Boston 
and the Federal Surety Company of Davenport, Ia. 
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L. K. Cleaveland Urged as Illinois Superin- 
tendent 

The many friends of L. K. Cleaveland of 
Chicago are boosting for his appointment as 
Superintendent of Insurance for Illinois. He 
is thoroughly qualified to fill the position, as 
he was for twelve years assistant to the Superin- 
tendent of Insurance and is now chairman of 
the board of trustees of the North American 
Union of Chicago, a fraternal which recog- 
nizes the standard mortality tables and issues 
its policies with full reserves and which under 
Mr. Cleaveland has made a remarkable show- 
ing. Mr. Cleaveland also has a large local fire 
agency in Moline, II. 


lowa Rating Bureau Bill Held Up 
Commissioner Savage’s bill providing for 
State control of rating bureaus, now pending 
in the Iowa legislature, will probably remain 
in the committee for some weeks. Perhaps, 
it may never emerge. The action of the house 
last week in killing a bill providing that he 
be made receiver for defunct insurance com- 
panies, has had its effect upon the committee 
members who feel that they do not care to in- 
troduce a measure unless it has a chance of 
passing. Consequently, no immediate action 

may be expected on the rating bureau bill. 


Increases Insurance 
Taxes 
[Special Dispatch to THE Spectator] 

San Francisco, Cat., March 8.—The King 
tax bill was passed by the California Assembly 
March 5, by a vote of fifty-four to twenty-six, 
and was signed by Governor Stephens the same 
day. The measure increases the tax upon in- 
surance companies operating in California 
from two per cent on the gross premium in- 
come to two and sixty hundredths per cent. 
The opponents of the measure are threatening 
to seek a Federal Court injunction to prevent 
the bill from becoming operative. 


California Company 


Oppose Extending Missouri Commissioner’s 
Powers 
Both houses of the Kansas City Council have 
adopted resolutions requesting the Missouri 
General Assembly not to pass Senate Bill No. 
42, giving the Insurance Commissioner in Mis- 
souri power to revoke the license of any com- 
pany whose home offices are in another State, 
reports from that city state. 


Capital Reinsures Eastern Risks 
The Capital Fire of Sacramento, Cal., has 
reinsured its risks in five Eastern States in the 
Globe and Rutgers Fire of New York. The 
Capital will continue to operate on the Pacific 
coast. 


Clark Hinman of Cleveland, O., State agent 
for the Svea and Hudson, was in town visiting 
the home office of the company last week. 


—P. Walter Roedel, Inc., of 9 Barbour avenue, 
Passaic, N. J., with P. Walter Roedel as agent, has 
been chartered in the office of the Secretary of State 
to act as agents and brokers in placing and effecting 
fire, life, accident and other forms of insurance. 
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Equitable Life Insurance Company 
of the District of Columbia 


ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and Delaware 
. HENRY P. BLAIR 


JOSEPH SANDERS 
‘WILLIAM A, BENNETT 


President 

Vice President 

2nd Vice President (Agency Supervisor) 
Secretary . : . ALLEN C. CLARK 


Actuary ‘ GILBERT A. CLARK 
_ Main Office, 276 ses StI N.W., WASHINGTON, D.C. 





The Proof of Strength 


WITHIN THE LAST FEW YEARS many 
organizations have been effected through aid of 
war prosperity. ‘They are popularly known as 
‘“‘War Babies.” The stress of deflation is proving 
too much for them. 


IT IS SIGNIFICANT that the Peninsular 
Fire Insurance Company was organized and 
financed at the very time deflation started. 
Matured in adversity, it continues to grow and 
grow. Every day finds it stronger. Its in- 
fluence is ever widening. When will you get 
in the circle? 





t § Fire—Marine—Automobile—Tornado—Hail—Farm Property 


The Peninsular Fire Insurance Co. of America 
COLON C. LILLIE, President “J. FLOYD IRISH, Sec. and Man. Underwriter 








IN KANSAS 


F. S. Jackson, Pres. F. P. Netzger, Sec. 
AMERICAN HOME LIFE INSURANCE CO., 
TOPEKA, KANSAS. 


District Managers and good producers wanted. 
Address—F, P. METZGER, Agency Director. 











‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 
Will Grow Together, 


E. C. HINDS, President 


| Gtton on States 


LIFE INSURANCE | 














50% PREMIUM INCREASE OVER 1919 
1920 OUR GREATEST YEAR 


WRITES 
Personal Accident and Health Insurance on the Com- 
mercial, Monthly Premium and Pay Order Installment 
Plans. Group Disability and Life Insurance. Ordinary 
Life Insurance. Agency Openings in Seventeen States. 


THE PROVIDENT 


LIFE AND ACCIDENT INSURANCE CO. 
OF CHATTANOOGA, TENNES>EE 
ESTABLISHED 1887 








1857 1921 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 





LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 











$6,000.00 — $12,000.00 with $50.00 per Week 
; Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice=Pres. KANSAS CITY, MO. 
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Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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Auto and Marine Insurance 








Important Bills Introduced in New York 
Legislature 


The New York Assembly has passed Senator 
Towner’s bill to permit the Independence of 
Philadelphia to make application to the State 
Tax Commission for revision and readjust- 
ment of taxes stated against it, under section 
187 of the tax law, based on its reports for the 
years 1914 to 1917, inclusive. The measure 
now goes to Governor Miller for his action. 

Bills amending the insurance law have been 
introduced by Senator Towner and Assembly- 
man Gardner in their respective houses, as 
follows: 

Amending section 97, relative to limitation 
of expenses of domestic life insurance cor- 
porations. 

Amending section 236 relative to mergers of 
fraternal benefit societies. 

Amending section 13 by authorizing the 
State Superintendent of Insurance to receive 
deposits from domestic insurance corporations 
whenever such deposits are required by the 
laws of another State, or its regulations, as a 
condition of admission of such corporations to 
that State. 

Senator Towner has introduced these bills 
amending the insurance law: 

Amending section 16 by authorizing any do- 
mestic insurance company, other than a life 
company, to invest not more than twenty per 
cent of its capital in, or to loan such amount, 
on the stock of another insurance corporation, 
carrying on the same kind of business, which 
is incorporated under laws of the United States 
or the State, and transacting business ex- 
clusively in foreign countries. 

Amending section 100, by extending from 
fifteen to twenty years from December 31, 19006, 
the time within which domestic life insurance 
corporations shall dispose of certain stocks and 
bonds, and permitting such corporations to in- 
vest in the stock and bonds of a foreign coun- 
try in which they have outstanding policies to 
an amount not exceeding the reserve on such 
policies. 


Bill up to Reorganize Ohio Department 

A bill to reorganize the State Department of 
Ohio was introduced into the general assembly 
last week. The Insurance Department and the 
office of State Fire Marshal will be a part of 
the Department of Commerce. The Director 
of Commerce will receive $7500 a year, the 
Fire Marshal $4500 and the Superintendent of 
Insurance $5000. The latter now receives 
$4500. The two departments are abolished as 
separate branches and are recreated as the 
division of insurance and division of fire pre- 
vention respectfully. The titles of the heads 
are not changed. 


—It is reported that a number of San Francisco’s 
the 


Prominent business men were subscribers to 
“guaranty fund” of the Great Western Underwriters, 
the Texas reciprucal, which is now in process of 
liquidation. 


—Fred R. Knopf & Company of 790 Broad street, 
Newark, N. J., has been chartered in the office of the 
Secretary of State to act as agents and brokers in 
Marine, fire, life, automobile, accident, liability and 
Other kinds of insurance. 








————e 











MARINE INSURANCE INCIDENTS 




















Marine Reinsurance Bill Introduced 
An amendment to Section 22 of the Insur- 
ance Laws of this State has been introduced 
in the New York State Legislature by As- 
semblyman Gardner which provides “that 
when an insurer authorized to issue policies 
in this State shall reinsure any marine risks 
with a corporation incorporated outside of the 
United States, but admitted to transact busi- 
ness in this State, other than through its at- 
torney, manager or agent in the United States, 
under a contract which provides that losses 
thereunder shall not be collectible out of, nor 
chargeable against, the assets of said corpora- 
tion in the United States, the ceding insurer, 
as to the portion of such marine risks so ceded, 
shall be charged with unearned premium liabil- 
ity and shall report and pay taxes thereon, but 
the insurer to which the business is ceded shall 
not be charged with unearned premium liabil- 
ity nor required to report or pay taxes On ac- 
count of such marine risks, anything in this 
chapter to the contrary notwithstanding. 
London marine underwriters, according to 
reports coming from the other side, did not 
increase the plethora of their exchequer last 
year. From information available it is be- 
lieved that while hull business shows a fairly 
good settlement, cargo business went very 
badly, and in cases where the bulk of the ac- 
count is composed of cargo risks a heavy set- 
tlement must be expected. As regards the set- 
tlement of claims it is pointed out that these 
are likely to run at least as heavy as the 1918 
account, which has already absorbed 75 per 
cent of the premiums of that year, and that 
the outstandings under those policies will leave 
little of the remaining 25 per cent. The hull 
market was greatly disturbed during the lat- 
ter part of the year by pressure to induce a 
readjustment of the joint hull agreement with 
a view to meeting changing hull values. This 
was adjusted, however, on a basis which at 
present appears to be working fairly satis- 
factorily. Cargo business on the other hand 
developed along lines far from satisfactory to 
the underwriters. Rates dropped still further 
than they had already fallen, and the relief 
which war losses brought applies to cargo 
risks as much if not more than to hull busi- 
ness. Moreover, cargo risks were more read- 
ily obtained by the newer companies than hull 
risks, so the market was at the same time 
larger, and greedier, than the hull market. 
Throughout the year underwriters complained 
of the losses brought by theft and pilferage, 
and an agreement by which only 75 per cent 
of theft losses were payable by underwriters 
was framed. At the same time it was agreed 
that theft and pilferage would only be taken 
on marine policies on payment of additional 
premium, and various other measures were 
taken to deal with the evil, including repre- 
sentations to the Board of Trade through the 
Chamber of Commerce. Despite all this the 
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losses on theft, pilferage and short delivery 
risks were appalling and underwriters are 
awakening to the folly they committed in 
allowing these extra marine risks to creep into 
the marine policy. 


IN NEW JERSEY YIELDS 
STRANGE TREASURE 


Many Wrecked Automobile Parts Lead to 
Suspicion 


FARM 


The Newark Police Department is said to 
have uncovered some rather queer evidence on 
a farm near that city which has resulted in 
two arrests. A stolen automobile tracked to 
the farm resulted in an investigation by the 
police and the Automobile Underwriters Detec- 
tive Bureau. 

This investigation was declared to have re- 
sulted in the discovery of several chassis which 
had been destroyed but which had factory 
numbers corresponding to those on cars pre- 
viously reported stolen and for which insur- 
ance had been collected. A further search 
was said to have resulted in the finding of a 
pit containing demolished parts of a number of 
cars which were believed to have been parts of 
cars previously reported stolen. 

The farm was rented by one William Per- 
mision of Newark and owned by John H. 
Kedian, who was said to know of the destruc- 
tion but supposed the cars were of no value. 
The renter was said to have confessed to have 
received money for destroying the cars which 
were run down and not worth their insurance. 





Seventy-six Killed by Autos in Week 


The National Highways Protective Society 
reported recently that seventy-six persons 
were killed by automobiles in the State of New 
York, including New York city, in February, 
compared with twenty-six for February, 1920. 
The increase was ascribed in part to the snow. 

In the last month in New York city auto- 
mobiles caused the death of thirty-six persons, 
trolleys killed four and four met death at 
highway railroad grade crossings, 


Ruling on Ford Car Association 


Attorney General William J. Morgan of 
Wisconsin, in an opinion, has held that the 
Ford Car Owners’ Protective Association was 
an insurance company and as such was liable to 
the insurance laws of the State and regulation 
by the Insurance Commissioner. The com- 
pany, an Illinois corporation, declared itself 
not an insurance company. 


—The Phenix Assurance, Norwich Union Fire and 
Union Marine Insurance Companies, which operate a 
joint marine department in their Pacific Coast terri- 
tories, have appointed G. H. Ismon of San Francisco 
marine underwriter. Mr. Ismon has been with the 
department for about four years, and since the resig- 
nation of G. L. West, who had charge of the depart’ 
ment. 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World. 


In Assets In Business Placed In Service to the Public 


Greatest In Income Greatest In Business Gained Greatest In Reduction of Mortality 


In Gain of Each In Business in Force In Health and Welfare Work 


METROPOLITAN 
LIFE INSURANCE COMPANY 


(Incorporated by the State of New York) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 


Business Statement, December 31, 1920 


Assets - - - - - - ~ - $980,913,087.17 
Larger than those of any other Company in the World. 


Increase in Assets during 1920 - - - $116,091,262.62 
Larger than that of any other Company in the World. 


Liabilities - - - - - - - - - $947 465,234.24 
Surplus ~ ~ - - ~ - - - - $33,447 ,852.93 


Ordinary (annual premium) Life Insurance paid for in 1920 - $1,062,389,920 
More than has ever been placed in one year by any Company in the World. 
Industrial (weekly premium) Insurance paid for in 1920 - $589,560,231 
More than has ever been placed in one year by any Company in the World. 
Total Insurance placed andjpaid{for in 1920 - - - $1,651,950,151 
The largest amount placed in one year by any Company in the World. 
$1,036,360,080 


Gain in Insurance in Force in 1920 - - - - - - 
More than has ever been gained in one year by any Company in the World. 


The Company GAINED more insurance in force both in 1919 and in 1920 than any 
other Company WROTE. 

Total Amount of Outstanding Insurance - - - $6,380,012,514 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1920 23,899,997 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies - - - 2,129,326 
More than any Company in the World has ever gained in one year. 

Number of Claims paid in 1920 - - - - - - 312,689 
Averaging one claim paid for every 28 seconds of each business day of 8 hours. 

Amount paid to Policy-holders in 1920 - - ~ - $81,257,393.70 


Payments to policy-holders averaged $556.86 a minute of each business day of 8 hours. 


Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. 
Typhoid reduction, 72 per cent.: Tuberculosis, 40 per cent.: Heart disease over 19 per cent.: Bright’s 
disease, nearly 27 per cent.: Infectious diseases of children, over 28 per cent. 


In general reduction and for each principal cause of death this is far greater than 
that shown by statistics of the Registration Area of the United States. 
Death Rate for 1920 on the Industrial business lowest in history of Company, 


Dividends declared payable in 1921, nearly - ~ - ~ $11,000,000 

Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Industria] 
Policy-holders, including 14,667 visits to persons insured under Group policies. 

Metropolitan men distributed over Eighteen Millions of pieces of literature on 
health— 


Bringing the total distribution to over 213,000,000 exclusive of Company’s health magazine, of which 
over 18,000,000 are annually distributed. 
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VAIN REGRETS 


Being the Story of an Old Mistake 








REFLECTIONS OF A NEWSPAPER MAN 





Let Key to Happiness Slip Away From 
Him 
By THeEoporE J. VENN 


“Doc, do you remember Charlie Hudson who 
worked on the old Inter-Ocean in the days 
when it was located over Sam T. Jack’s theater 
on Madison street? Well, I met Charlie about 
a week ago. He looked well and prosperous 
and informed me that his endowment policy 
had just matured and he had received the cash. 
My, how the time flies! After all, it seems but 
a short time now since he took it out, and I 
recall how hard he tried to get me to do like- 
wise. I regret—” 

“Tf you'll make an effort, Bill,” I inter- 
rupted, “you'll also recall that was my advice 
to you on many an occasion in those days in 
the distant past when you were handling the 
sports on the old I. O. I tried—” 

“Say, Doc, who’s telling this story, anyway? 
Please don’t interrupt me while I’m in the mood 
to confide what a bungle I’ve made of all my 
financial affairs from insurance up or down, 
whichever way you want to view it. I remem- 
ber how both of you tried to make me take 
out an old line policy at the same time you did. 
It was Bob Phillips who used to do the marine 
on the old sheet and solicit insurance as a side 
line, that wrote both your applications. Yours 
was for a twenty payment life policy, I recall, 
and you’re now through paying premiums and 
must have accumulated a good sized surrender 
value by this time in case you needed the cash. 
In those days I thought I had it all over Charlie 
and yourself in the financial game and I figured 
I would be on the shady side of Easy street 
long before either of you was through paying 
the premiums on his policy. 

“That was my opinion in earlier days, but 
experience has taught me to alter my views 
considerably. Anyway, while Charlie and you 
decided to place your reliance for family and 
old age protection on legal reserve insurance, 
I concluded to depend on the cheaper assess- 
ment variety for temporary family protection, 
meanwhile investing my insurance premiums 
and other savings in such manner as to produce 
an old age fund far greater than the most en- 
thusiastic old line insurance solicitor, even 
though he cast all regard for truth to the winds, 
could even dream of promising. I had it all 
over the insurance companies when it came to 








investing money—that is, in my mind I did. 
However, that was in the long ago and I have 
grown wiser since. With me it has been as 
with many others—I gathered the fruits of ex- 
perience at a time when the opportunity to em- 
ploy them profitably had passed. I am sixty- 
eight to-day, and even the prospect of a small 
insurance policy maturing in the near future 
would be mighty comforting. Still, as I said, 
I chose to go the other way and will have to 
stand the consequences. But I’ve got myself 
‘pegged’ right now, Doc, and I thought you 
might like to know just how my ‘financing’ 
turned out.” 

“Sure, Bill. 

“Well, Doc, in my younger days, I took out 
three thousand dollars’ worth of insurance in 
an assessment association because it was cheap, 
and for quite a while it remained so. I also 
started to save some money, although it was 
slow in coming. Finally I had ‘hived’ about 
$1500. About that time a friend in the real 
estate business conceived a project of building 
a city about fifty miles north of Chicago that 
would prove another ‘Chi.’ Everything was 
favorable—elegant prospect for factories, finest 
harbor site in the world, etc., etc. This looked 
like ready money to me, and I was taken in on 
the ground floor. My friend was perfectly 
honest and his money went with mine. It was 
merely an error of judgment. After three 
years’ uasuccessful attempt at promotion the 
land reverted to the original owners. The last 
time I took a trip to Milwaukee the corn grow- 
ing on our former town site waved me an 
adieu as I viewed the location of our dream 
city from the car window. 

“This was a sad blow, but it did not cure me 
of my get-rich-quick aspirations. Next fol- 
lowed stock in rubber plantations, orange and 
pecan groves, lumbering projects, eucalyptus 
trees, and cattle ranches. All these promotions 
I was induced to invest in were sold on the 
installment plan—and the payment of the in- 
stallment was all there was to it so far as I 
was concerned. I never received a penny in 
return.” 

“Bill,” I interjected smilingly, 
looked oil and gold mine stock.” 

“Oh,” replied Bill, “I’ve also been up against 
both of those in a small way with the same 
result. The last thing I bought was some stock 
in a gold mine prospect out in Washington. At 
first the reports were quite encouraging. Then 
came the news that the mine had been flooded. 
The gold was still there, but was covered with 
water, and it would be necessary to buy steam 
pumps to get rid of the water and continue 
working the mine. This would necessitate an 
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Fire away!” I responded. 


“‘yvou’ve over- 


assessment on the stock. About this time I 
‘came to’ and concluded the stock could go to 


any one who would pay the assessment. I’m 
through.” 
“Well, Bill,” I jocularly remarked, “you at 


least have your assessment insurance left.” 

“Right there is where you lose, Doc,” Bill 
replied. “I stood three premium raises all 
right, but when the fourth came along I con- 
cluded that if I didn’t die soon the association 
would beat me to it. This is one case in which 
my judgment was vindicated. It went out of 
existence about four years ago. It’s as dead 
as the old Inter-Ocean.” 

“Then you're now also without life protec- 
tion?” I asked. 

“No, not altogether, Doc. I’ve always had 
sufficient pride to make some little provision 
for the inevitable rather than throw the burden 
on my family, my friends, or the county. Five 
years ago I took out an ordinary old line policy 
for $1000 and was lucky to get it. For this 
$1000 whole life policy I am paying almost 
double what I could have secured twenty-year 
endowment insurance for at the time you ad- 
vised me to take it. This policy, which now 
has a surrender value exceeding $250, is the 
only thing which stands between me and want 
in old age, should I become incapacitated for 
active duty. Many times have I regretted—” 

“Vain regrets, Bill,” I suggested, “vain re- 
grets.” 

“Yes,” replied Bill, “at my age they are vain 
regrets. And your vain regrets also remind 
me that that was the name of a race horse 
which cost me many a handsome bet in the old 
days at the Washington Park meeting. These 
and the money spent on a number of hot birds 
and cold bottles before and since that time, 
would far better have gone toward the pay- 
ment of premiums on a fair sized endowment 
policy.” 

“Cheer up, Bill,” T said consolingly; “there’s 
no use crying over spilled milk. Come, let’s 
go out for lunch. As you say, you. were lucky 
to get the $1000 of insurance at the age you 
did. We all make mistakes. You know the old 
proverb about foresight and hindsight?” 

“Yes, Doc,” replied Bill, and I also know that 
you are letting me off easy with your comments. 
I surely expected to hear you pull that old one 
about what Dick Watts of Louisville said, 
about there being one born every minute.” 


[The foregoing article contrasts the cir- 
cumstances of one who had “cashed in” an 
endowment policy, and one who had only 
“vain regrets.” Companies or general 
agents desiring to purchase copies of this 
article in attractive leaflet form should 
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NECESSITY OF SAVING 


Chapter From “How to Sell Insur- 
ance,” by William Alexander* 








AGENT’S DUTY TO BE PROVIDENT 





If He Would Talk Convincingly About 
Thrift, He Must Be Thrifty Himself 

The teacher of thrift should practice thrift. 
The agent must take his own medicine. 

This is necessary for two reasons: (1) If 
he is financially embarrassed his anxieties will 
interfere with his work. (2) If he is improvi- 
dent himself he will not be able to preach 
economy with confidence and force to other 
people. 

Every agent should save something from his 
earnings, and put it into life insurance. And 
as his income increases he should take more 
insurance. 

In addition to this he should, if possible, 
gradually accumulate a substantial capital. The 
time may come when he will not be able to do 
as large a business as he is now transacting; 
and provision should be made for his own 
future, and for the future of his family. 

Some agents, recognizing the difficulty of 
voluntary saving, instruct the company with 
which they are connected to pay them their 
first year’s commissions, and deposit in a spe- 
cial bank account all their renewal commissions 
as they fall due. Then, although they can draw 
against this account if necessary, their aim is 
to keep it intact for investment, or for the pur- 
pose of paying premiums on an_ increased 
amount of insurance. Thus these agents, while 
increasing their own financial strength, double 
their efficiency as salesmen; for then precept 
is buttressed by example. They can demon- 
strate the advantage of thrift to others by 
pointing to the benefits they are deriving from 
it themselves. 


A PrRoMOTER OF THRIFT 


Life insurance is of all promoters of thrift 
the best, not only because it is the safest and 
most advantageous, but also because it con- 
strains the policyholder to save. A man may 
resolve to lay aside a certain sum every year 
for investment, but he may not do it. A man 
may open a savings bank account, and faith- 
fully deposit a given sum every week or every 
month; and he may promise himself that he 
will keep these deposits intact and let them 


+ Published by The Spectator Company. 


Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 


an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








earn compound interest; but in ninety-nine 
cases out of a hundred some pinch will come 
and the money will be withdrawn. The sav- 
ings banks are forced to admit that few ac- 
counts remain undisturbed for any great length 
of time. 

But when a man insures he enters into a 
contract under which he voluntarily binds him- 
self to pay his premiums as they fall due. And 
after he has made one or two deposits he will 
be reluctant to abandon his insurance and lose 
what he has paid. It is true that later on he 
can surrender his policy for its value in cash. 
But he will see that the amount he can thus 
recover will be small as compared with the 
amount which the company will pay when the 
contract matures—and it may mature to- 
morrow. So the temptation to surrender may 
be resisted, 

The superiority of life insurance as a pro- 
moter of thrift is due largely to the fact that 
it inculcates the habit of saving. The premium 
falls due at regular intervals, on fixed dates, 
giving the policyholder the opportunity of 
making preparation for each payment. The 
company notifies him in advance of the amount 
due and the date on which it is payable. If he 
overlooks it, the matter is again called to his 
attention. And if he permits the policy to 
lapse, the agent who insured him, if he does 
his duty, will aid him in effecting its restora- 
tion. 


DANGER OF DISREGARDING OTHERS IN ZEAL 
FOR SELF 


The more insurance a man carries the 
stronger will be his financial position. His 
credit will be increased. His business will be 
stabilized. His mind will be relieved of worry. 
And if he is taken ill the thought of his in- 
surance will aid in his recovery. All this is as 
true of the agent as it is true of the people 
around about him. But in his zeal for others 
he is in danger of disregarding his own needs, 
just as the shoemaker is supposed to be ob- 
livious to the fact that his children are ill 
shod, 

While it is true that the main purpose of life 
insurance is to protect a man’s family, busi- 
ness, or estate, its collateral advantages are 
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highly important. And the chief of these is 
its supreme value as a teacher of thrift. This 
being so, the competent agent can sell insur- 
ance to young men who cannot be persuaded 
that they need protection, as well as to older 
men who are not responsible for the support 
of others but who wish to force themselves to 
save so as to provide for their own declining 
years. And the advice he gives others he 
must take to heart himself—he must take his 
own medicine. 

“Sauce for the goose is sattce for the 
gander.” It is alike the duty of the agent and 
the duty of his client to persevere in provid- 
ing for the future. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, Iowa. 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 





F. D. HARSH, Secretary 








J. D. BOOKSTAVER GIVES DINNER 


Travelers General Agent Celebrates Writ- 
ing of $16,840,000 of Life Insurance 
During Year 


Joseph D. Bookstaver, general agent of the 
Travelers Insurance of Hartford, gave mem- 
hers of the $100,000, $200,000 and $250,000 
clubs of his agency a dinner at the Waldorf 
\storia hotel last week. About 120 agents and 
guests were present. The dinner was an old- 
fashioned hearty affair of innumerable courses. 

The record of the Bookstaver Agency was re- 
counted by Samuel R. McBurney, agency di- 
rector of the Travelers Insurance Company, 
who was one of the after-dinner speakers. 
Mr. Bookstaver made his contract in 1910 and 
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Niagara Life Building, Buffalo, N. Y. 
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wrote nearly $200,000 of business his first year. 
From then on his production grew by leaps 
and bounds and in 1916, his sixth year, he went 
well over the $2,000,000 mark. During the fol- 
lowing years there was no let up in his in- 
creases and last year he wrote $16,840,000 of 
business. This record, Mr. McBurney said, is 
unequaled among the Travelers general agents. 

Edward J. Sisley, another general agent of 
the Travelers in New York, gave a short talk 
on allegiance. He complimented Mr. Book- 
staver upon the loyalty which he said he had 
seen demonstrated many times by the agents of 
his staff. 

I. Klein, assistant to Mr. 
toastmaster for the evening. M. J. Hancel, un- 
derwriter of the agency, was master of 
ceremonies and also gave a short talk relative 
to the Bookstaver organization. 


Bookstaver, was 


Denver Life Insurance Lectures Announced 

Dean G. A. Warfield of the School of Com- 
merce, Accounts and Finance of the University 
of Denver, has announced the following series 
of lectures as part of the special course in life 
insurance to begin March 20: 


Danforth M. Baker, Pacific Mutual Life In- 

surance Company, “Making a Life Business of 
Life Insurance;” Courtney Barber, Equitable 
Life Assurance Society, “Underwriting, a Life 
Program ;” William H. Beers, assistant man- 
ager, Mutual Benefit Life Insurance Company, 
Rochester, N, Y., “Closing the Deal” and ‘‘The 
Sign Posts of Big Business;” J. B. Duryea, 
Penn Mutual Life Insurance Company, San 
Francisco, Cal., “How to Get and Cultivate a 
Clientele;”) Franklin W. Ganse, Columbian 
National Life Insurance Company, Boston, 
Mass., “Agency Methods.” 
George Graham, Central Life Insurance 
Company, St. Louis, Mo., will speak on ‘Life 
Insurance Investments,” while Glover B. Hast- 
ings, Massachusetts Mutual Life Insurance 
Company, Boston, Mass., and Frank L. Jones, 
Mquitable Life Assurance Association, Indian- 
apolis, Ind., on “The Economic Value of 
Human Beings. James E, Kavanaugh, Metro- 
politan Life Insurance Company of New York, 
will talk on “Showing a Life Insurance Policy,” 
end “How to Complete Applications ;” Graham 
C. Wells, vice-president, National Under- 
writers Association, New York, “Your Future 
in Life Insurance; Edward A. Woods, Equi- 
table Life Assurance Association, Pittsburgh, 
Pa., “The Social Background of Life Insur- 
ance,” and Oliver Thurman, Mutual Benefit 
Life Insurance Company, “Closing.” 
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WATCH THE BUYER 


Many Points to be Learned From Him 








OBSERVATION HELPS SELL GOODS 





Knowledge Gained from Prospect Makes 
Closing Easier 





pee 

Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship. 











Remember the words, tones and move- 
ments of a buyer are only symbols of his ideas. 
It is necessary to perceive the symbols first; 
then they must be interpreted. The salesman, 
however, needs to make more than a psycho- 
logical analysis of the buyer. It is necessary 
that he also be able to determine how he can 
use or work upon the qualities he discovers, 
so that his selling efforts may be facilitated and 
made most effective. 

Interpretation, therefore, involves two pro- 
cesses. First, the real meaning of a word, a 
tone or 2 movement must be read from the out- 
ward indication. Second, the salesman must 
answer correctly the question, “How can I 
make use of this quality or characteristic I 


have just learned this buyer possesses?” 


TRAINING AND APPLICATION MAKE IT EAsy 

Does this repeated subdivision of our sub- 
ject seem to involve so many complications as 
to make a comprehensive size-up impracticable 
in the short time the salesman is with the 
buyer? If you think that, stop and convince’ 
yourself of your error. It is entirely practical 
to go through all the processes of making and 
applying the size-up within the few seconds 
that follow your admission to the buyer’s 
presence, and before you commence your pre- 
sentation of your proposition. Of course, the 
size-up does not stop then, but is continued all 
through the selling steps, for the purpose of in- 
creasing the knowledge first gained. You have 
read about men who thought they were drown- 
ing, or who were in mortal danger of some 
other kind. They describe their experiences and 
tell us that within a moment or two all their 
past lives flashed before their mental vision. 
Innumerable tests have proved the mind capa- 
ble of such swift action that a detailed size-up 
can be made in the time it takes a salesman to 
cross the floor of an office to the buyer’s desk. 

But such rapid work is possible only as the 
result of mind training and practice. We have 
to make a careful analysis of our subject now 
in this book, and it requires considerable time 
to cover the ground. When we learn to use our 
knowledge tools, however, we will complete the 
job of actual sizing up with miraculous speed. 
We make size-ups every day when we meet peo- 
You look at a man to whom you are in- 
Instantly you get a definite, indi- 


ple. 


troduced. 


vidual impression of him if you concentrate 





THE SPECTATOR 





LIFE INSURANCE SECTION 


Thursday 

















“THE MISSOURI STATE LIFE” 


Why 


I should associate myself with 
the “Missouri State Life” 


It is generally conceded to be the most 
progressive insurance company in the 


United States to-day 
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It has a range of policies the most com- 


plete and salable in the market 
REASON: 


It is opportunely located in the center 


of the United States 
REASON: 


It assures its policy holders low rate 
protection 
REASON: 
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your attention on him, That impression is not 
the result of a simple process of perception. 
It is a composite of all your previous impres- 
sions of other men you have met. Your eyes 
see this man. Your ears hear his voice. Your 
fingers touch his when you shake hands. But 
these sense impressions only make a _ photo- 
graph of the.man you face. Your mind has 
gone through a complex operation that com- 
pares this photograph and contrasts it with 
ideas already formed. Your mind classifies the 
photograph and determines that this man be- 
longs among the intelligent people you have 
met; or among the pleasant, or disagreeable, or 
other classes without number. 


Minp Must BE ScIENTIFICALLY CONTROLLED 


You know this is true when you stop to 
think about the size-ups you are accustomed to 
make. But your mind works according to a 
hit-or-miss method, probably. Its operation is 
not controlled scientifically. However, it will 
he just as easy for your mind to make a size-up 
the right way as it is to make it the wrong way, 
provided you train your mind to work as you 
want it to work. The right way then will be- 
come a habit, just as the hit-or-miss way has 
hecome your habit. 

Of course, it will take time to learn the new 
method, and you will be awkward in applying 
it for a while. But if you become an expert 





Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
now in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
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sizer-up, you will at least double your selling 
efficiency. Put it another way. By keeping on 
with the hit-or-miss methods you are throwing 
away every day as much as you now earn. 
That makes it a pretty expensive habit. 

It certainly will pay you to work out a mind 
training system. Let us summarize the essen- 
tials. First, the mind needs to be trained to 
perceive instantaneously a great number of 
specific indications. Second, it is necessary 
that it be trained to relate these indications 
back to their mental Third, these 
qualities or characteristics must be fitted into 
the salesmanship process for the purpose of in- 
fluencing the prospect to buy and to prevent 
him from thwarting the salesman’s efforts. 

Train your mind by constant practice until 
you are able to perceive details at a glance or 
the moment you hear a buyer’s voice. (The 
sense of vision and the auditory sense are of 
principal value in sizing-up.) Then continue 
the training after perception, for the purpose of 
instant translation. Facility in these two steps 
of the size-up will be acquired readily, until 
the mind makes and classifies the picture of a 
buyer in a flash. The third step, of adaptation 
to the present sale, will not be taken so swiftly. 
It need not be completed instantaneously. You 


causes. 


need to get the knowledge indications and trace 
them back to the mental characteristics that 
But it will 
take you considerable time to put your ideas 


caused them, in a second or two. 
to use in your salesmanship. As you proceed 
with your presentation of your proposition to 
the buyer, fit the facts about him into your 
Thus 
effectiveness 


salesmanship in succession. con- 
tinually strengthen 
moment to moment. 

Now, let us illustrate this process of translat- 


ing perceptions into characteristics and then 


you 


your from 


utilizing the characteristics to aid in making 
a particular sale. Examples will be cited from 
actual selling experiences, and we will see how 
the correct principles of the size-up were ap- 
plied. 

A salesman of ready-made clothing 
called upon by the head of his department to 
wait on the man described earlier in this chap- 
ter, the man whose general appearance might 


was 


have misled the salesman into the belief that 
But 
the salesman made the specific observations 
that resulted in his specific perception of the 
Instantly the salesman de- 


his prospect was stolid and easy-going. 


bitten finger nails. 


cided that the buyer was nervous and apt to be 
irritable. 


The salesman had performed up to 





this point, you see, the first two processes of 
the correct size-up; he had perceived specific 
indications, and he had traced the most signifi- 
cant indication back to a mental characteristic. 
Then the salesman began to apply his knowl- 
edge so swiftly acquired and classified. Gradu- 
He spoke in easy, 
conversational tones, avoiding abrupt changes 


ally he soothed the buyer. 


of tone and sharpness of voice, anything that 
might rasp. His 
signed to quiet the nerves of the prospect. He 
chose words that would relax the mental ten- 
sion of the nervous man instead of tautening 
his nerves. In short, the salesman treated his 
prospect in much the same way a nerve spe- 
cialist would have prescribed. 

Of course, the adaptation of the salesman’s 
methods to this individual customer’s charac- 


movements, too, were de- 


teristic was of great aid to the salesman. It 
got the buyer into the right frame of mind, 
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where his opposition was lessened and where 
his acceptance of the salesman’s ideas was 
facilitated. The salesman continued the sooth- 
ing process while he was bringing out suits for 
examination, while he was trying on garments, 
and while he was making suggestions. Not 
once was the buyer made tense. 

The sale was completed in about twenty 
minutes. The wife of the prospect, who was 
with him, remarked to the salesman when she 
and her husband were leaving, ‘“‘This is the 
first time that Mr. Blank ever bought a suit 
without going to every store in town,” and the 
buyer himself shook hands with the salesman 
and said, “Whenever I want clothes again I’m 
coming to you.” 

The purchaser had no idea that his finger 
nails had anything to do with the satisfactory 
service the salesman rendered. But if that 
salesman had not noticed the bitten nails, the 
chances are he would have jangled the tense 
nerves of his prospect, and the man and his 
wife would have left the store without pur- 
chasing, as the woman remarked she had ex- 
pected to do when she came to the clothing de- 
partment. 


A Trick to Size Up A Prospect 


Another instance. A young architect learned 
that a newcomer in the town had bought a fine 
lot on a residence street. The architect wanted 
to size up the prospect’s characteristics with re- 
gard to money, in order to judge what sort of a 
house would suit the stranger best. So the 
architect induced the prospect to go to the lot 
with him, There the architect dropped a penny 
on the ground. A minute or two later the lot 
owner caught sight of the penny. 

The salesman, without seeming to be espe- 
cially observant of his prospect, noted every 
movement of the lot owner, every expression 
on his face, every shade in his tones. The 
prospect stooped to pick up the coin, made a 
casual jocular remark about finding it, and put 
the penny in his pocket. Then he continued 
his conversation with the architect. He did not 
suspect that he was being sized up, of course. 

3ut the salesman of architectural service had 
learned just what he wanted to know. The 
property-owner had made a close bargain when 
he bought the lot. This fact might have fooled 
the architect into considering him tight-fisted. 

3ut when the prospect simply picked up the 
penny and pocketed it, he showed he had just 
a business man’s conception of the value of 
money. 


Try It 


“Have you filed your income tax return?” is 





a question which if properly followed up may 
start a conversation that will land you a good 
application. Try it in the next ten days, Vice- 
President Thomas A. Buckner advises agents 
of the New York Life. 
The Boston Life Underwriters Association is con- 
ducting a State-wide campaign to enlist the interest 
ilizens in appearing before the public hearing of the 
oint legislative committee in support of the bill pro- 
iding that the income of an individual used to pay 
life insurance premiums be exempted from taxation. 
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POINTS IN CANVASSING 
Charles H. Langmuir Gives Advice on 
Selling 
The following canvassing points have been 
prepared by Charles H. Langmuir, assistant 
superintendent of agencies of New York Life: 
The hardest task in the world for an in- 
surance man is to do a day’s work. Therefore, 
start each day with a limited definite list of 
names and addresses. Prepare the list the 
Don't let the day pass without 
There is only 


night before. 
seeing every man on that list. 
one way to keep good friends with yourself 
in this insurance business, and that is to doa 
day’s work. 

Don’t waste time on the man you're never 
going to get. You can earn money by cutting 
out the fruitless talk, passing up the worthless 
prospect. If you absolutely can’t interest a 
man, if he doesn’t like you, won’t listen, has no 
money, is loaded up with insurance, go and 
find another man. There are plenty of men, 
what's the use of firing good shot when there’s 
no target to hit? 

Get the date of birth of every man who is a 
possible prospect for the future. One agent 
writes four-fifths of his business on the change 
of age argument. If that is so with him, you 
can enlarge your business by adding the same 
good system to the methods you already use. 
Keeping a record of a man’s date of birth 
gives you an excuse for calling again on a 
perfect stranger, impresses that stranger with 
your business ability, and enables you to say 
to him, “My dear sir, if you wait two weeks 
longer, you will, throughout your entire life, 
pay a big price for it.” 

Keep a prospect book and put names into it 
constantly of men you hear mentioned, men 
you read about or meet. Never leave a man 
without asking for the names of the other men 
in the same room, of any chance caller, or 
possibly of some man in an allied business 
who is making money. Don’t take out your 
prospect book uytil after you have obtained 
the information, or you will likely be turned, 
down. You can never want for prospects if 
you keep on adding names to your list. 

Following your first impulse. There is not 
an old agent among us who does not mourn 
the applications lost because he failed to go at 
once to see some man whose name occurred to 
him. Don’t wait until you feel in the mood, 
the way to feel in the mood is to go now and 
do what your better impulse dictates. Make 
it your religion to follow the good first im- 
pulse even when you feel like the deuce. 

“Always do the thing you’re afraid to do.” 
If you could follow that rule every day, early 
jn the day, you would be a stronger character 
for it. It is bracing to do the courageous 
thing. The task attempted is only half as hard 
as the task anticipated. For instance, ap- 
proaching strangers is easy—afterwards. And 
it has this great advantage: it requires less real 
nerve than approaching familiar friends, and 
can have no after-effect on your social prestige. 
Here is a prosperous-looking man standing at 
his shop door, or sitting—alone—at his desk. 
It will take you just three minutes to find out 
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Go and speak to him as 
you would to a business associate. You are 
his equal, look him squarely in the eye. State 
your business, and then try to say something 
interesting to which he must reply before he 
has a chance to turn you down. In nineteen 
out of twenty cases, when strongly and pleas- 
antly approached, strangers are courteous—in 
the twentieth case, the discourtesy is his, not 
yours. The curse of the insurance agent is the 
foolish fear of men. 

When a prospect at last seems hopeless, hope 
again, give him another chance. Go back and 
see him. Make a new suggestion. Throw 
your optimism and confidence into it. Fill out 
Give your prospect a 
How 


if he is a prospect. 


the application blank. 
chance to surrender without saying so. 
can you tell what is in his mind? Securing 
an application is like disloding a boulder upon 
a hillside. You work a half hour. You toil 
and push, and the stone is in the same place. 
One more strong effort, and over it goes. The 
best insurance agents are inwardly astonished 
at the unexpected ease with which they some- 
times at last win out. The fact is they had 
their prospect convinced but didn’t know it. 
So be of good cheer—the moment when your 
prospect brings up that last strong objection 
may be the moment when he is inwardly the 
weakest. 


Would Make Charitable Institutions Bene- 
ficiaries in Texas 

Philanthropy through life. insurance and 
business protection in the same manner is per- 
mitted in a bill introduced in the Texas Senate 
by Senator W. H. Bledsoe of Lubbock county. 
The bill provides that any charitable asylum or 
institution may be made the beneficiary in a 
life insurance policy. In this way, Senator 
Bledsoe, in explaining his bill, said a man or 
woman who is not able to leave a substantial 
sum to some orphanage or other like institu- 
tion is able to pay life insurance premiums 
and can carry a good sized policy on his or her 
life so that at death the money will go to the 
institution named as beneficiary in the policy. 
At this time the laws of Texas do not permit 
that to be done and charitable institutions are 
not allowed to be named as beneficiaries in life 
insurance policies. 


The Unexpected Always Happens 


“The unexpected is always happening.” War, 
epidemics and industrial and street accidents 


have emphasized during recent years the 
necessity of being prepared for the “unex- 
pected.” 


This company sells a leaflet called “The Un- 
expected Always Happens.” 

It brings the 
straight home to every man. 

Agents will find this leaflet a good business 
getter, and a splendid thing to hand out when 
they fail to get the name on the dotted line. 

Send to-day to The Spectator Company, 135 
William street, New York, for sample and 
prices, inclosing six cents for sample. 


necessity of preparedness 





















































Somewhere I gathered the following under 
the caption “Proniise Yourself’—the italics are 
mine: 

Premise yourself-— 

To be so strong that nothing can disturb your 
peace of mind, or your warmth of heart. 

To talk health, happiness and prosperity to 
every person you meet—so you don’t be too 
condescending. 

To make all your friends feel that there is 
something in them—too much praise has spoiled 
many. 

To look at the sunny side of everything and 
make your optimism come true—shadows make 
the sunshine brighter; drive the shadows away 
by a word of sympathy for the suffering one, 
then you can both look at the sunny side. 

To think only the best, to work only for the 
best and to expect only the best—as J figure 
that means “the best” for the other fellow as 
weli as for myself. 

To be just as enthusiastic about the success 
of others as you are about your own—/ think 
this will make more friends for you than any 
other thing you might honestly do. 

To forget the mistakes of the past and press 
on to the greater achievements of the future— 
yet sometimes I have kept from making an ass 
of myself by xemembering a fool mistake I 
made twenty years ago, 

To wear a cheerful countenance at all times 
and give every living creature you meet a 
smile—I refuse to be cheerful at a friend's 
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funeral and no skunk ever gets a smile out 
of me. 

To give so much time to the improvement of 
yourself that you have no time to criticise 
cthers—there ave three kinds of criticism— 
commicndatory, corrective and censorious, The 
writer means only the last, I am sure. 

To be too large for worry, too noble for 
anger, too strong for fear, and too happy to 
permit the presence of trouble—yet when 
worries and troubles crowd in, they frequently 
have a mellowing influence, if nerves are not 
upset or nights made sleepless. The greatest, 
sweetest, most wonderful man the world ever 
knew gave the money changers a piece of his 
niind one day when he drove them from the 
temple. 

If you aim at the moon, you are likely to 
hit higher than if you aim at the church steeple 

provided you don’t use blank cartridges or 
shut your eyes when you pull the trigger. 

R. O. Tictros. 


G. W. Oliphant Resigns from National of 
Montpelier 

George W. Oliphant, who has been asso- 
ciated with the National Life Insurance Com- 
pany of Montpelier, Vt., for two years and 
who was elected assistant secretary last April, 
has sent in his resignation to take effect the 
latter part of this month. Mr. Oliphant has 
in every respect met the expectations of his 
associates and leaves only to accept a very at- 
tractive opportunity in an entirely different 
line of work. 





—The first girl to serve as a page in the Indiana 
State Legislature is Josephine Dilts, daughter of Roy 
Dilts, Lincoln Life agent at Angola, Ind. 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 














Pine Bluff Life Underwriters Organized 


The Life Underwriters Association of Pine 
Bluff, Ark., has been permanently organized 
with the following officers: Edgar Brewster, 
president; H. K. Knox, vice-president; Col. 
W. A. Gamble, vice-president ; F. Garland May, 
secretary; Mrs. Mary J. Nowland, assistant 
secretary and treasurer. Standing committee, 
executive, H. H. Knox, F. E. LeLaurin, Col. 
W. A. Gamble; legislative, J. H. Means, A. G. 
Bedell. . 
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(Established 1860) 
50 Union Square 








THE GUARDIAN LIFE HEALTH SERVICE 


A genuine service to policyholders—An unusual selling aid. 


The results of health examinations under The Guardian Life 
Insurance Company of America’s Health Service during the 


34% were found to have some moderate physical 
impairment or defect requiring some form of 
hygienic guidance or minor medical atten- 


were found to have some moderate physi- 
cal impairment or defect requiring some 
form of medical supervision or treatment 
in addition to hygienic guidance. 

were found to have some slight physical 
impairment or defect requiring observa- 


were found to have some advanced physical 
impairment or defect requiring systematic 
medical supervision or treatment. 

were found to have some serious impairment 
or defect urgently demanding immediate 


Conclusive evidence of the value of this service to the policy- 
The Health Service is part of the Guardian’s compre- 
hensive program of service to the policyholder while living. 
Every person protected by a Guardian contract is entitled to the 
privileges of the Life Extension Institute without cost, includ- 
ing an annual medical examination every year beginning with : 


Service to policyholders is the best service to agents. 


THE GUARDIAN LIFE INSURANCE CO. OF AMERICA 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President 
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Life Insurance Company of Virginia 


The oldest, largest and strongest Southern 
life insurance company, is the Life Insurance 
Company of Virginia, of Richmond. This 
company has issued its fiftieth annual state- 
ment, and shows thereby that it has just closed 
a most successful year. It made increases all 
along the line in 1920, and is now in a stronger 
position, financially, than ever before, and is 
protecting more people with a larger amount 
of insurance than at any previous time in its 
history. 

Its assets, now $24,143,511, are nearly four 
times as much as they were but ten years ago, 
when they aggregated $6,328,705. The out- 
standing insurance is now nearly three times 
as great as it was ten years ago, now amount- 
ing to $207,301,719. The company’s surplus to 
policyholders has nearly doubled in a decade, 
and is now $2,340,058, while the annual income 
has grown from slightly over $3,000,000 in 1910, 
to $8,177,525 in 1920. The insurance in force 
is divided as follows: Ordinary, 52,525 
policies for $74,575,490, and industrial, 886,525 
policies for $132,726,2209. 

Contrasting the results in 1920 with those of 
1919, it is found that the income grew to the 
extent of nearly. $1,300,000, assets increased 
over $3,400,000, surplus advanced about $290,- 
000, the number of policies in force increased 
about 55,000, and insurance in force increased 
by about $31,000,000. The premium income in 
1920, $6,857,031, was $1,097,026 larger than in 
the previous year. 

It is apparent, therefore, that the Life Insur- 
ance Company of Virginia has made unprece- 
dented gains during the past year, and has 
made new high records in all the outstanding 
features. The financial statement of the Life 
Insurance Company of Virginia on December 
31, 1920, shows admitted assets of $24,143,511, 
a policy reserve of $20,566,783, other liabilities 
aggregating $1,236,669, and a surplus to policy- 
holders of $2,340,058, including $1,200,000 of 
capital stock. Included among its assets are 
mortgage loans on real estate aggregating $18,- 
540,526, United States Liberty Bonds and War 
Savings Stamps to the value of $1,656,092; 
railroad and street railway bonds worth $687,- 
307; other bonds valued at $363,212; real 
estate appraised at $503,318; bank, trust com- 
pany and other stocks worth $88,075; loans on 
collateral, $151,500; loans on company’s 
policies, $777,459; cash, $653,383; rents and 
tncollected premiums, etc., $721,738. 

The following table indicates the progress 
made by the company in the last three five-year 
Periods: 


Year 
1905 
IQIo 
1915 
1920 


Income Assets Surplus 
$1,966,160 $ 2,391,478  $ 435,357 

3,062,146 6,328,705 I 

4,345,168 12,629,858 

8,177,525 24,143,511 


Outstanding 

Insurance 
$ 49,021,276 

72,440,374 
670,374 104,82 2,701 
1920 939,050 207,301,719 

The company issues the most approved 
forms of insurance, its contracts being non- 
participating, clear, definite and liberal and in 
its ordinary department ranging in amount 
from $1000 to $50,000. The company operates 
in Alabama, District of Columbia, Georgia, 
Indiana, Louisiana, North Carolina, South 
Carolina, Virginia and West Virginia. 

During its half century of business life, the 
Life Insurance Company of Virginia paid 
policyholders the sum of $25,823,270 and has 
won and maintains an unexcelled reputation 
for careful and competent management and 
equitable treatment of those with whom it has 
done business. The prospect is bright for a 
long continuance of the successful career of 
the company, with steadily increasing financial 
strength, and an ever-broadening field of use- 
fulness. J. G. Walker, president, and the 
other officers are deserving of congratulations 
on the fine results achieved by this company. 


Policies 
in Force 
404,408 
542,293 


Year 
1g05 
1910 
IQL5 


Commonwealth Life Changes Announced 
At the annual meeting of the directors of the 
Commonwealth Life Insurance Company of 


Louisville, Ky., February 26, several changes 
were made in the executive staff of the com- 
pany. Darwin W. Johnson, formerly secretary 
and treasurer of the company, was elected vice- 
president and treasurer, and was succeeded by 
1. Smith Homans, formerly assistant secretary 
and actuary. Mr. Johnson’s connection with 
the company dates from the time of its organi- 
zation in 1905, and he has held the office of 
secretary and treasurer during the entire 
period. Mr. Homans was first employed as 
consulting actuary, and it was under his super- 
vision that the original rates and policies were 
devised. In 1909 he was made assistant secre- 
tary and actuary, and took charge of the or- 
dinary agencies in connection with his other 
duties. Mr. Homans was formerly with The 
Spectator Company. 

Thomas J. Johnson, formerly cashier, was 
made assitant treasurer, and Jos, R. Hoffman, 
formerly in charge of the policy department, 
was made assistant secretary. 

The company closed the year of 1920 with 
assets of $3,022,493, and insurance in force, 
$44,648,032. Total income for the year 
amounted to $1,411,972, and new insurance 
amounting to $15,647,368 was written. The 
surplus on a basis of unadmitted assets was 
$560,267. 


Davenport Sales Congress 
A one-day sales congress will be held at 
Davenport, Iowa, April 1, according to an an- 
nouncement by the Davenport Association of 
Life Underwriters. The congress and banquet 
will be held at Iowa’s largest hotel, the Black- 
hawk. 
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RECEIPTS. 
Premiums (less Reinsurance). . ? 
Interests, — etc.. 

Other Income. . 


. $10,064,309 .33 
2,698,399 . 26 
767,480.45 


$13,530,189. 04 


ASSETS. 

First Mortgage on Real Estate. . 
Real Estate. . 
Stocks and Bonds (Book Value). rues 
Premium Notes oh Loans on Policies......... 
Cash in Company’s Office. . wae 
Cash in Banks at Interest. . 
Interest accrued and due. . ards 
Net Deferred and Outstanding Premiums. . 
Market value over book value of Bonds § (not sub- 

ject to amortization), and Stocks . 


. $31,394,943 .34 
2,350,000 .00 
12,828,554 .90 
7,527,651.21 
9,902.61 
902,511.81 
1,084,086 .44 
946,487.15 


124,792.45 


Total. . $57,168,929 .91 
Policies issued and paid for in 1920, number, 17,156, 
Number of Policies in an 125,165. 

Increase for year, 10,670. 
Increase in Assets, $4,707,390.54 


DISBURSEMENTS 

$2,321,587 .56 
1,452,492. 57 
1,506,187 .47 


Claims by Death. . 

Matured Endowments. . 

Dividends or Abatements to Policyholders. . 

Surrendered and Ceased — ‘Annuities and 
Supplementary Contracts. . beac et, Satie 1,135,305.49 

Total. . ceccccccccs.. 96,415,573.09 

Taxes and Insurance ‘Dept. Fees. 322,270.07 

Commissions and Compensation to Agents, and 
Medical Examiners’ and Inspection Fees. . 

All other expenditures, including Salaries, 
Printing, Advertising, Postage and Invest- 
ment Expenses. . 

Excess of Income over Disbursements. . 


1,724,800.71 
858,981.10 
4,208,564 . 07 


Vb ss sda se wacnbocacbanveseeess see Gia 


SEVENTIETH ANNUAL STATEMENT OF THE 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
January 1, 1921 
JOHN M. HOLCOMBE, President 
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LIABILITIES AND RESERVES FOR FUTURE CONTIN- 
GENCIES. 


Reserve on Outstanding Insurance of 
$294,348,813 .00. 
$276, 735,052 at 3 % 
2,104, 530 at 314% 
15,509, 231 at 4 2 
Claims by Death, papers complete. 
Outstanding Claims eaten ft) and notified 


pees eek Liability. . : 
Reserve for surrender values of ceased ‘policies, 
cost of collection of outstanding premiums 
and premiums and interest paid in advance 
and medical fees accrued but not due 
Dividends held on deposit at interest. . 


Reserve 


$50,341,501 .00 


none 


106,963. 10 
648,180.00 


427,876.14 
2,139,043 . 86 
Total. . $53,663,564. 10 
EXCESS OF ASSETS OVER ASCERTAINED 

AND COMPUTED LIABILITIES. . Mae 

APPORTIONED AS FOLLOWS: 
Dividends or abatements on out- 

standing premiums, those accu- 

mulated and all apportioned 

and available in 1921 and ac- 

crued taxes not yet due 
Mortality Fluctuation Fund 
Dis. and D. 1. 


3,505,365. 81 


$1,713,379.19 
$906,791 .00 
. $133,405.57 
Investment “ a ... $508,991.00 
General Equalization “ . $242,799.05 
TOES sacc chen seecstesess - $57,168,929. 91 
* Tnsuring $57,040,823 
Insurance in force, $294,348, '813 
Increase for year, $40,999,370 
Increase in Income, $1,386,550.38 
GROWTH IN TWENTY YEARS 
Income Assets Insurance in Force 
$3,201,817 $13,257,048 $62,341 ,66 
262,384 30,117,245 126,350,616 
13,530,189 57,168,930 294,348,813 
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The Old Line Life 


Insurance Company of America 


Milwaukee 


ANNOUNCES 


That in 1920 its paid for insurance was more 
than 


Thirteen And One-Quarter 
. Million Dollars 


which is an increase over 1919 of 


Fifty Per Cent Or About 
Five Million Dollars 


That its life insurance in force on December 
31st, 1920, was 


Thirty-Three Million Dollars 
That its admitted assets amounted to over 
Three Million Dollars 
which is an increase of more than 
Six Hundred Thousand Dollars 
That its income for the year 1920 was over 


One and One-Quarter Million 
Dollars 


Since its organization The Old Line Life In- 
surance Company of America has paid to 
policy-holders and their beneficiaries over 


Six Hundred Thousand Dollars 








Life, Accident and Health Insurance 


Operating in 
Wisconsin, Illinois, lowa, Michigan and 
Minnesota. 


R.F. FRY, President JNO. E. REILLY, Secty. & Treas. 






) They All Help 


A suggestion box is on each floor 
of The Lincoln Life Home Office 
Building. Employees write out their 
ideas for benefiting in some detail 
the Home Office service system and 
place the slips of paper in the boxes. 
At convocations of all employees prizes are awarded 
every three months to those who have submitted sugges= 
tions which are adopted by the Company. 


The eagerness with which each Home Office employee 
seeks to devise means of forwarding the service mission 
of The Lincoln Life, and the earnest co-operation which 
they assure their fellow-workers in the field, makes it 


pay to— 
Cink UP (jw THe (I )LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates its Character’? 
Lincoln Life Building Fort Wayne, Indiana 


Now More Than $165,000,000 in Force. 
































Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on _ per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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LOWEST EXPENSE RATIO IN ITS HISTORY 


Prudential Insurance Company Achieves New Records in Many Departments 


ASSETS INCREASE NEARLY NINETY MILLIONS 


Gain in Industrial Insurance in Force Largest in Company’s History—Total Outstand- 
ing, Both Ordinary and Industrial, Now More than Five Billions 


If one was to look for the outstanding fea- 
ture in the 1920 report of The Prudential In- 
surance Company of America it could be 
found in the simple announcement that the year 
ending December 31 last showed a twelve 
months’ business conducted at the lowest ex- 
pense in the history of the great Gibraltarian 
institution. With general business conditions 
everywhere being referred to as somewhat ab- 
normal, this announcement is of more than 
passing interest. 

One of the eatly requirements of the founder 
of The Prudential was this very thing. Eager 
for great volume of business as the late John 
F. Dryden always was, and as his successor, 
President Forrest F. Dryden, always has been, 
each was and has been more eager to get this 
growth at the lowest possible cost of produc- 
tion. And it has been an ever gratifying source 
of pride to The Prudential that it has been able 
to report that its expense rate has been surely 
and safely lowered. This year the company’s 
financial statement carries the comment “Our 
expense rate was reduced last year to the 
lowest point in all its history.” 

Two additional strong features stand out in 
The Prudential report—the company’s assets 
increased nearly ninety millions of dollars, 
bringing the Prudential from fifth to third in 
ranking admitted assets—and the company did 
more than a billion dollars of new paid for 
business last year. 

With 1920, the forty-fifth year of industrial 
life insurance in America was observed. The 
Prudential was the first company in this coun- 
try to offer weekly premium life insurance to 
industrial workers. Since its earliest start the 
Prudential has maintained a steady growth in 
both volume of business and financial strength. 
The year just closed was its forty-fifth and on 
December 31, 1920, the admitted assets aggre- 
gated $686,327,303, the third largest sum re- 
ported by any life company in America. The 
increase in assets over the amount reported at 
the beginning of 1920 was $88,234,677. 

During 1920 The Prudential issued, revived 
and increased 2,834,225 policies for total in- 
surances of $1,032,775,795, of which $490,287,528 
was ordinary represented by 371,149 policies, 
$512,963,135 industrial represented by 2,462,968 
policies and $29,525,132 group insurances 
covered by 108 policies. This is a new high 
mark in new business for this company, an in- 
crease being made in all kinds of protection 
issued by the company, the total increase in 
new business in 1920 being greater by over 
$40,000,000 than the amount paid for in 1910. 

sy an energetic campaign of conservation, 
The Prudential has kept lapses down to a very 
low point, and as a result substantial increase 
in both ordinary and industrial departments 


is noted. The gain in industrial insurance in 
force alone amounted to $311,499,605, or about 
two-thirds of the total new issues, while the 
gain in ordinary was proportionately higher, 
the total increase being $338,962,270, exclusive 
of an increase of $14,552,007 group insurance 
in force. As of December 31, 1920, the total 
outstanding insurance aggregated $5,096,021,- 
774, being represented by 20,462,099 policies, 

An unusual increase in income was made 
over the total receipts of I919. Income from 
all sources exceeded $200,000,000, of which 
$169,047,920 was derived from premiums, and 
of this ordinary policyholders paid $60,472,838, 
while industrial premiums amounted to $99,- 
575,082; interest and rents amounted to $29,- 
074,830, while income from other sources 
totaled $2,035,874. Payments to policyholders 
in I920 amounted to $63,677,696, of which 
$38,875,719 was for death benefits, while living 
policyholders received in endowments, divi- 
dends, annuities and surrender values a total 
of $24,801,977. All other expenses amounted 
to about $50,000,000, the total disbursements 
being $113,519,476, so that there was laid by out 
of income $86,639,148 for the protection of 
policyholders. It is significant that the com- 
pany paid over $4,000,000 in taxes last year, of 
which $2,397,665 represented State and pro- 
vincial taxes on premiums, a direct burden on 
the policyholders which might well be appor- 
tioned more equitably by being levied against 
the less thrifty. 

Below is a summary of the transactions of 
The Prudential in 1920 with a tabulation of in- 
creases in several important items as compared 


$86,639,148 
686,327,303 
88,234,677 


Income saved 
Assets 
Increase 


From the foregoing it appears that a day’s 
work in The Prudential, on the basis of 300 
working days of eight hours each, consisted of 
average premium receipts of $563,493, while 
daily income from interest and other sources 
averaged $103,702, and the average total daily 
income was $667,195. Death claims averaged 
$129,586, while living policyholders received 
$82,073, and additions to reserves averaged 
$204,456 each day. Admitted assets increased 
on an average $294,115 daily. The average 
daily production of new business was 9447 
policies for $3,442,586 and the average daily in- 
crease in insurance in force was 5447 policies 
for $2,216,713. 

The tabulation below gives a brief resumé of 
the company’s growth during a period of thirty 
years. It is worthy of note that in the past 
decade the company has trebled its assets 
while the number of policies outstanding has 
more than doubled and the amount of insur- 
ance has increased nearly threefold. This is 
especially significant as it clearly indicates 
the growing appreciation of life insurance by 
the American people, who are taking insurance 
in larger amounts than ever before. The 
growth in thirty years follows: 


GROWTH IN 1890-1920 
FINANCIAL ACCOUNT 


Paid 
Income  Policyholders 








with the statement of I919: 


INsuRANCE ACCOUNT 


Amount 
$490,287,528 








New Business Policies 
OHONATY.- a.6.ccinesuces 371,149 
Industrial 2.2 <acasieae 2,462,968 
GROUR. viécrsusecaweoe 108 

OUR BOD caren eae war orien 2,834,225 


Insurance in Force 


December 31, 1920 Policies 
CPN GNTIATS i. can a sarees 1,799,658 
WMG@Ustetal <.csrecerersetes 18,662,140 
GOD. Ss ences 301 

1G =) ee 20,462,099 

Inereace in Year Policies 
CORONER 65 oi ob xx< 5c 951,653 
fey | en ae ae 1,382,233 
GHEOUE | cca oe cilnclete 90 

Total increase .... 1,633,976 
FINANCIAL ACCOUNT 


Premium Income 
Ordinary 
Industrial 
Annuity, disability, etc.......... 


Total 
NUGSCAGe GEOG TONG... oo okinc eer e wines 
Interest and rents 
Other income 


Total income 

Net inerease Over 1910. o....5scnnccoxees 
Payments to Policyholders 

Death claims 

To living policyholders............-- 


Amount 
$2,255,408,186 
2,794,902,131 
45,711,457 





$5,096,021,774 
Amount 
$338,962,270 
311,499,605 
14,552,067 


$665,013,942 


Amount 





Year Assets 

NSO0 6 occ ode $5,084,895 $5,821,653 $1,754,898 
Sere 15,780,154 12,585,538 3,915,491 
1900... 40,599,992 24,306,394 7,200,453 
Be << wcraecs 229,585 49,303,422 14,325,816 
(id See 226,715,391 74,257,635 24,301,677 
i) 383,982,867 112,635,861 43,043,862 
BOIW 5 oka 686,327,303 200,158,624 63,677,696 

INSURANCE IN ForRCE 
Ordinary Industrial 
BONG acacturcecacsndenen $4,979,156 $135,084,498 
Rs tacccnneieceeen 34,716,055 268,414,100 
ROG iiccwneuadenetens 155,633,813 448,596,996 
RUE ae a6 oo Ko bo kere ee 431,777,561 738,502,100 
SeeMa ccd eicedcheat aes 707,906,332 1,143,352,017 
Pi itcksivabeneeneue 1,114,791,975 1,695,288,349 
FGeWereativiaceurevass 2,301,119,643 2,794,902,131 
CoMBINED 
Policies Amount 

A ee Cee er er Pere 1,231,604 $139,163,654 
RSUG sa wagecedcauneccauss 2,361,634 303,130,155 
RUGS casuddeccanense won 4,046,955 604,230,809 
bl EPC CCC OP ERE Cer Te 6,490,515 1,170,279,661 
LC Src Pere OM 9,568,638 1,851,258,349 
NOR cusacsacdcnwacsasias s 13,828,276 2,810,080,324 


20,462,099  — 5,096,021,774 

Since organization The Prudential has paid 
to policyholders nearly $680,000,000, of which 
about $460,000,000 represents death claims. By 
combining the assets and total payments to 
policyholders since organization, the benefits to 
policyholders are found to exceed the stagger- 
ing total of $1,366,000,000. 

The Prudential has been a leading force in 
disseminating among foreign-born citizens and 
aliens a vast amount of information concerning 
the true meaning of America and her institu- 
tions. This literature is most timely and has 
proved a potent factor in offsetting the subtle 
propaganda of misguided agitators who thrive 
on the lack of knowledge of newly arrived 
immigrants. The Prudential’s career repre- 
sents pretty generally the history and growth 
of industrial insurance in America, and it now 
enters a year of continued progress larger and 
stronger than ever. 
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BALANCE SHEET OF 


CALIFORNIA 


Insurance Company, Sacramento, California 
December 31, 1920 


ADMITTED ASSETS 
I MIOEEE his kee eee Re oe OR eit cashes 


$ 8,434.79 


First Mortgage Loans (secured by Real Estate worth 


ULM 2 ios ciao wise siGia ia a slave nin geils Sievers 


3,094,591 .39 








CORTES SCA! (Co) hee ce ee eer eee 161.00 
Policy Loans and Lien Notes within policy reserve.. 468,198.76 
Liberty Bonds and War Saving Stamps........... 187,050 .56 
Cash in banks and certificates of deposit.......... 222,106 .99 
Inbercst tle and Accwied. «oc os 66.65 sites «eewareeiss 83,915 .39 
Uncollected premiums (covered by policy reserve).. 191,616.33 
Reinsurance due and other assets................. 42,306 .90 

POTAL ADMITTED ASSETS. ws orsiers's o15 045% $4,298,382 .11 


STATE LIFE 


LIABILITIES. 

PC ERCSONVE hee rca ani. et eer eaeter sted enced ay cueuas ote es $3,045,289 .38 
Claims reported, proofs not received.............. 52,663 .84 
Deposits of policyholders left to accumulate at inter- 

est-and anterest thereon. < ....6 20.6660 owes cases 347,411 .02 
Premiums and interest paid in advance and accounts 

SRRNANIN OA oe chen esihc ia acess ae rove "ume Sees eleva veel, 5 Sieh aE: 31,742 .94 
Reserve for taxes payable in 1921................ 34,877 .15 


Survivorship investment fund, reinsurance premiums 
accrued and other liabilities................... 
Contingency Meserve:. << cso 65 oe ccs ss cunieeinenen 


52,243 .98 
50,000 .00 


ManitaliStocke. 6... oo cscs mks vs his See $500,000 .00 
Wnassioned Punds. .....2... 50 seu06 os 184,153 .80 
MWULPIIS tO POHCYHOldETS.... .-6...06 <0 csi ws Gees ee 684,153 .80 


$4,298,382 .11 





GAINS IN 1920 
Assets December:ol; TOZ0.... .. oo. 5 cous dieters we ea aioe 
Agoets MPeremier Gls BONUS occ. ioi. ook 6s wierane we cdieres 
CEN ESE EOE OY re 
Insurance in Force December 31, 1920............ 
Insurance in Force December 31, 1919............ 


TON ESE ENE LO. RUAN ee a en 
Insurance written in 1020... .. 2.5... e cee. 
Tngubance writoen an A019. . coco. 6s sie die eles overs 


RG AMEN IN UNIO rs sis coro caucasian eylslvilelo xenarend wilago eve 


$4,298,382 .11 
$3,513,562 .01 





$ 784,820.10 
$38,782,271 
$30,329,945 

$8,452,326 
$12,003,565 
$8,239,427 


$3,764,138 


Gauinda surmise during 1920... 2 .56ckece saw. sces $69,965 .76 


PROGRESS OF THE COMPANY 


Assets Insurance in Force 
$806,584 1912 $7,916,000 
$1,222,413 1914 $13,059,379 


$2,442,859 1917 $25,221,480 
$4,298,382 1920 $38,782,271 





MARSHALL DIGGS, President 
DR. THOMAS J. COX, Vice-Pres. and Medical Director 


J. R. KRUSE, Vice-President and Gen. Mgr. 
C. S. BROOKS, Secretary and Treasurer 


HAROLD H. BUCKMAN, Actuary 


FRED. W. KIESEL, Vice-President 
ROBT. T. McKISICK, General Counsel 
H. H. BRYSON, Assistant Secretary 














GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 


Texas 


TEXAS HUNDRED MILLION 


DOLLAR COMPANY 


O. S. CARLTON, President, Houston, 


E. P. GREENWOOD, Vice-President, Dallas, Texas 


Texas 








PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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TRANSACTIONS OF LIFE INSURANCE COM PANIES OF THE UNITED STATES IN 1920 


The figures presented herewith have been supplied officially to The Spectator Company by the lite insurance companies named for the year 1920. 


1919 are inserted for purposes of comparison. 


Surplus 


Total 





The figures for 


New Business 


j . J ; Total Admitted (Assigned and Premiums Payments to Total Paid for in Whole Amount Gain in 
NAME AND LOCATION ; Assets Unassigned) Reinsured Total Income Policyholders Disbursements Year (Includ- in Force Amount in 
OF COMPANY Year Endof Year’ End of Year in Year in Year in Year in Year ing Revivals) End of Year Force in Year 
-Etna, Hartford, Conn..... 1920 $177,502,366 $21,478,483 $29,359,658 $36,633,853 $18,914,184 $27,856,441 $495,216,386 $1,155,589,341 $262,913,021 
1919 163,097,712 19,805,750 23,571,406 30,566,460 16,229,340 23,012,596 377,815,347 892,676,310 219,504,842 
Am. Central, Indianapolis.. 1920 7,674,005 381,331 2,197,206 2,734,665 760,308 1,944,853 10,916,613 101,130,720 28,800,242 
1919 6,801,750 360,332 1,679,534 2,084,553 718,528 1,506,944 26,716,322 72,330,478 18,298,898 
Am. Ilome, Topeka, Kan... 1920 640,943 24,969 180,175 206,960 39,072 92,757 578,500 5,793,938 — 231,514 
1919 511,105 197 197,716 284,103 60,427 248,311 1,753,685 6,025,055 1,021,165 
Am. Life Reins., Dallas,Tex. 1920 439,532 343,844 135,009 150,650 55,176 125,561 15,238,707 19,025,345 13,734,964 
1919 395,702 365,371 37,789 50,173 7,540 40,446 5,312,921 5,290,381 5,290,381 
Am, Mut., Lake Charles, La. 1920 217,624 29,251 127,861 137,087 29,222 108,844 1,698,600 4,525,181 1,229,050 
1919 185,902 41,335 108,807 117,852 25,606 78,908 1,095,500 3,296,131 571,300 
Am. Nat’l, Galveston, Tex.. 1920 9,305,365 1,441,380 4,536,232 5,068,259 1,031,269 3,487,141 80,441,598 145,648,442 44,016,295 
1919 7,315,786 1,193,011 3,594,422 4,090,259 957,292 2,732,659 49,862,781 101,632,847 26,533,055 
Amicable Life, Waco, Tex. 1920 3,899,232 1,572,150 594,335 860,769 122,753 512,699 3,458,769 18,182,309 2,622,472 
1919 3,539,166 1 2,438 505,766 732,459 168,515 406,175 1,593,482 15,559,337 462,788 
Atlantic Life, Richm’d, Va. 1920 7,226,458 6,811 2,505,560 2,899,118 682,257 1,662,817 22,316,106 76,590,213 17,452,631 
1919 5,854,239 7,696 1,994,462 2,319,576 572,680 1,354,720 18,043,317 59,137,582 14,811,755 
Atlas Life, Tulsa, Okla.... 1920 489,829 4,964 305,262 409,302 42,772 280,441 7,891,736 11,568,862 4,457,809 
1919 272,760 8,578 173,088 232,884 18,093 216,060 6,307,283 7,111,053 6,079,153 
Bankers Life, Des Moines. 1920 44,452,819 17,047,987 13,262,851 15,506,595 6,952,281 10,848,343 95,702,231 555,483,313 60,875,923 
1919 39,448,857 17,335,075 11,025,065 12,992,596 6,469,738 9,523,952 74,319,553 494,607,390 47,673,519 
Central Life, Des Moines.. 1920 9,874,263 1 2,464 3,499,706 3,986,174 821,463 2,218,489 32,674,394 105,726,633 20,949,359 
1919 7,982,899 6,080 2,753,539 3,203,138 937,011 2,165,049 28,219,031 84,777,274 20,909,569 
Connecticut Gen’l, Hartford, 1920 32,258,052 2,398,956 8,230,956 9,945,728 3,473,134 5,958,371 146,265,306 362,387,933 96,744,463 
1919 27,596,759 2,411,096 6,602,656 7,965,664 2,838,865 4,816,060 112,344,333 265,643,470 89,789,649 
John Hancock, Boston..... 1920 211,631,483 13,492,940 48,266,139 57,636,779 18,545,900 34,020,473 282,857,282 1,413,140,360 177,095,764 
1919 186,563,667 11,052,969 42,206,737 50,702,031 20,163,159 33,401,860 271,646,551 1,232,806,587 171,689,338 
Methodist Ministers, Boston. 1920 266,969 12,051 75,358 87,549 45,822 SGS8H 8 wescecus 2,048,827 152,189 
1919 241,791 18,752 72,044 108,309 52,083 62,922 250,250 1,896,638 134,380 
Metropolitan Life, N. Y.. 1920 980,913,087 15,836,318 217,820,984 262,268, 81,257,394 152,904,875  1,651,950,131 + 6,380,012,514 —«-1,036,360,080 
1919 864,821,825 36,771,400 182,489,933 25,24 13,581,760 133,622,689 1,418,681 ,492 5,343,652,434 714,140,618 
Mutual Benefit, Newark... 1920 280,642,444 22,470,805 44,037,938 57,873,518 26,416,483 36,349,347 223,390,065 1,311,052,551 177,908,316 
1919 261,652,869 13,990,082 38,617,465 51,427,378 24,982,343 32,728,663 186,201,060 1,113,144,235 145,662,448 
Mutual Life, New York... 1920 671,000,181 88,962,787 86,825,465 125,180,798 —- 87,523,160 115,042,925 423,677,719  2,857,973,121 268,801,764 
1919 662,390,275 88,005,322 77,917,267 111,771,648 81,113,205 102,177,348 354,422,133 2,089,171,357 227,289,404 
Nat'l Life, Montpelier, Vt. 1920 74,598,139 8,074,438 10,740,849 14,596,827 9,090,057 12,045,585 61,602,802 309,455,304 41,653,744 
1919 73,057,996 9,555,220 9,521,340 13,197,024 8,421,270 10,908,483 50,224,637 267,801,560 34,377,183 
New York Life, New York. 1920 966,664,397 163,725,695 143,162,720 192,593,895 114,849,597 149,846,134 711,297,638 3,537,298,756 409,378,670 
1919 961,022,120 164,001,608 124,729,476 171,715,420 116,174,622 143,292,423 548,485,078 3,127,920,086 353,237,517 
Penn Mutual, Philadelphia. 1920 216,627,946 16,867,605 35,750,889 47,997,347 25,711,092 33,970,353 174,931,411  1,029,203,157 116,490,071 
1919 203,720,835 20,936,452 82,758,373 43,903,205 23,763,542 31,563,580 159,711,554 912,713,086 110,487,299 
Reliance Life, Pittshburgh.. 1920 14,082,548 1,511,112 6,155,961 7,276,286 1,165,451 4,475,700 72.758,554 196,272,085 59,193,025 
1919 10,947,925 1,429,684 4,401,950 4,946,213 1,051,542 2,955,897 48,115,586 137,079,060 34,237,797 














North American Life Insurance Company, 
Chicago 

The year 1920 was one of excellent progress 
for the North American Life Insurance Com- 
pany of Chicago. It increased its new writings 
some $4,000,000 over those of the previous 
year, and closed last year with an increase of 
insurance in force exceeding $12,000,000, the 
amount now on the books being $60,064,817, 
while the new business written last year was 
$18,435,139. 

The large additional amount of insurance in 
force necessitated the addition of about $770,- 
ooo to the premium reserve, which now 
amounts to $4,845,545. The assets during the 
past year have grown to the extent of over 
$730,000, now amounting to $5,860,688, while 
the surplus to policyholders, including $700,- 
000 capital, amounts to $816,298. The premium 
income in 1920 aggregated $1,713,226, repre- 
senting an increase of $337,000, while the pay- 
ments to policyholders, $492,585, only increased 
about $105,000. There was a gain from favor- 
able mortality of $239,068, the expected mor- 
tality having been $511,169, and the actual 
$271,201. 

The statistics above presented prove the 
careful underwriting and financial manage- 
ment of the North American Life, which is 
progressing steadily from year to year in 
financial size, and in its scope of usefulness 
to the public. In the period which has elapsed 
since the company began business in 1907, it 
has built up a fine agency force, and has con- 





stantly expanded until it now has over $60,- 
000,000 of insurance on its books, and occupies 
a high position in the esteem of its policy- 
holders. 

The officers who have so successfully ad- 
ministered the affairs of the North American 
Life are: President, John H. McNamara; 
vice-presidents, E. S. Ashbrook, Albert Schurr 
and T. J. Fleming; secretary and treasurer, 
William P. Kent; actuary, William O. Morris. 


J. E. Dunne Becomes a Vice-President 


James E. Dunne, who has been representing 
the F. B. Collins Investment Company of 
Oklahoma City, Okla., for the past four 
months, has been elected a vice-president of 
the company. Mr. Dunne has been extraordi- 
narily successful in introducing his firm among 
life insurance executives and has worked up 
a large business for them, 

The F. B. Collins Co. is the only investment 
house of its kind which sells securities ac- 
ceptable to the Insurance Departments of all 
States. It is in close touch with conditions in 
the field and buys only the highest grade 
mortgages. The company invariably invests 
its own money in mortgages which it offers for 
sale, so that there can be no question as to their 
security. The company is also marketing a 
series of short time notes at a very high rate 
of interest which are negotiable at banks, due 
to the high financial standing of the company. 
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Presbyterian Ministers Fund 


The old Presbyterian Ministers Fund, of 
Philadelphia, which has been in operation since 
1759, and thus covers a period longer than the 
existence of this country as an independent re- 
public, is of much interest as being one of the 
few financial institutions which antedate the 
birth of the republic, and as being the oldest 
life insurance organization in America. 

It was established in 1759 for the purpose of 
affording protection to the families of min- 
isters of evangelical denominations, and has 
not only continued in active business, but has 
steadily increased in strength since the year 
named. In the year 1920 the Presbyterian 
Ministers’ Fund made progress in every fea- 
ture of its statement covering its operations and 
financial condition. Naturally, with an institu- 
tion whose business is limited to a specific field, 
such as that to.which this organization devotes 
its attention, there is not the scope for expan- 
sion which is possible for a company writing a 
general business. 

In 1920 the Presbyterian Ministers Fund 
wrote and revived 1524 policies for $3,957,516, 
these figures representing an increase of nearly 
$180,000 over the writings of the previous year, 
and it closed the year with $31,625,826 of insur- 
ance in force, this being an increase of more 
than $1,780,000 over the amount of the begin- 
ning of the year, the policies in force num- 
bering 17,061. 

Turning to the income account, it is found 
that premium receipts in 1920 exceeded those 
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THE INDUSTRIAL 
CLAIM ADJUSTER 


By C. H. HARBAUGH, M. D. 


Useful for all Accident and Health Insurance Agents. 


The INDUSTRIAL CLAIM ADJUSTER has been prepared to help in- 
d strial accident and health insurance agents to increase their earning capa - 
city. From this book they will learn how not to solicit persons who cannot 
be accepted for accident and health insurance. 


Frequently an agent is called upon to adjust claims, and if he is in posses- 
sion of this book he can tell approximately how long the disability, for which 
claim is made, should last, thus assisting prompt settlement. 


The INDUSTRIAL CLAIM ADJUSTER contains the technical and pop- 
ular names of accidents and diseases and is su cu'upletely indexed that the 
description of any accident or illness can be found without trouble; also a 
variety of other information useful to the accident agent. including the names 
of all bones of the body, table of heights and weights used in accident and 
health insurance, a table for computing weekly indeinnity and a table for 
computing monthly indemnity. 


Constant use of this book by the industrial accident and health insurance 
solicitor will result in fewer postponements and rejections of applications 
as well as less dissatisfaction on the part of the claimants. 





140 pages published in vest pocket size for ready reference. 
Price, in flexible leather binding, $1.00 


Liberal discount will be allowed on orders of 100 or 
more copies. 





THE SPECTATOR COMPANY 


CHICAGO OFFICE: 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


IT IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident and Health Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U.S. A. 
Canadian Head Offices: Toronto, Ontario 











epee United States Fidelity & 
Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
—— 30, 1920. 








CAPITAL PAID IN CASH. . .$4,500,000.00 
oe, reer $4, 332, 069.78 

RESERVES. tals 705, 056.69 26,037,126.47 
TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537, 126.47 




















A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or- 
dinary and Industrial Straight 
Life Insurance 


Home Office 
NASHVILLE TENNESSEE 





Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 




















THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


Established 1869 





LONDON GUARANTEE & ACCIDENT CO, Ltd, twetann” 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 
STOKES, PACKARD, H: cae & SMITH, 

Resident Manag 434 Walnut Street, Philadelphia, Pa. 
145 Milk Street, Boston, » Mass. 


ELMER. A. LORD & Co., Resident Managers 








American Indemnity Company 


Home Office, “ Galveston, Texas 
Cash Capital $600,000 Assets, Over $2,000,000 





Buffalo Fire Office of Buffalo, New York. General 
Agents for Fidelity and Surety Bonds in the Counties 
of Erie, Chautauqua, Cattaraugus and Niagara. 








Responsible Agents Wanted Where not Represented. 
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of the previous year by about $145,000, having 
amounted to $1,530,777, while the total income 
grew to the extent of nearly $272,000, having 
aggregated $2,040,833. The payments to pol- 
icyholders, $1,092,924, exceeded those of the 
previous year by $134,657, and included $217,- 
228 of dividends, an increase of over $13,000 in 
dividends. 

The resources of the Fund on December 31 
last for the first time exceeded $10,000,000, 
having amounted to $10,272,904. This amount 
represents an increase of over $578,000 during 
the year, while the increase in unassigned funds 
or surplus was over $141,000, bringing that item 
up to $517,537. The policy reserve, $9,376,748, 
exceeded that of the previous year by over 
$411,000. 

The expected mortality in 1920 was $251,785, 
whereas the actual mortality requirements were 
but $133,490, leaving a saving of $118,295 on 
this account. The selection in 1920 was so 
favorable that on the new business, with an 
expectation of mortality amounting to $51,165, 
the actual death losses incurred only reached 
$14,000. 

The Presbyterian Ministers Fund does not 
employ agents, but obtains its business by corre- 
spondiig with old policyholders and_ their 
friends, as well as with those entering the 
evangelical service. Thus the expenses are 
kept upon a very low level, ranging about $100,- 
ooo yearly. The total disbursements last year, 
including the payment of $1,092,924 to policy- 
holders, only amounted to $1,195,963, against 
income aggregating $2,040,833, indicating a sav- 
ing of about $845,000 of income. Embraced in 
the payments to policyholders were $216,688 for 
death claims; $322,206 for matured endow- 
ments; $284,974 for surrender values paid in 
cash; $43,930 of surrender values applied to 
renewal premiums; $217,228 for dividends, and 
$7,899 for annuities, etc. 

President Perry S. Allen, who is also actuary 
of the Presbyterian Ministers Fund, has ad- 
ministered the affairs of this old institution so 
successfully that it has made steady progress, 
year by year, during his incumbency in office. 
The company thus begins its one hundred sixty- 
third year in stronger financial condition than 
ever before, and ready to continue and extend 
its excellent service to its present and future 
policyholders. 


California State Life of Sacramento 


Fine gains were made in 1920 by the Califor- 
nia State Life Insurance Company, of Sacra- 
mento, Cal., in various features of its state- 
ment. Among these were the following: In 
assets, $784,820; in surplus, $69,966; in insur- 
ance written, $3,764,138, and in insurance in 
force at the end of the year, $8,452,326. 

The California State Life now reports ad- 
mitted assets of $4,298,382, and after providing 
a policy reserve of $3,045,280, and caring for 
other liabilities as well as a contingency re- 
serve of $50,000, it shows a surplus to policy- 
holders of $684,154, including $500,000 capital. 
During the last three years the company has 
nearly doubled its assets and increased its in- 
surance in force about 50 per cent, to the sum 





of $38,782,271. Its new business written in 
1920 exceeded $12,000,000. 

Marshall Diggs is the president of this en- 
terprising Western company, the other officers 
being: J. R. Kruse, vice-president and general 
manager; Fred W. Kiesel, vice-president; Dr. 
Thomas J. Cox, vice-president and medical 
director; C. S. Brooks, secretary and treasurer ; 
Robert T. McKisick, general counsel; Harold 
H. Buckman, actuary; H. H. Bryson, assistant- 
secretary. 


Phoenix Mutual Life, Hartford 

The Phoenix Mutual Life Insurance Com- 
pany, of Hartford, in its seventieth annual 
statement shows that in 1920 it made excellent 
gains in all the principal features of its busi- 
ness. It wrote new business to the amount of 
$57,040,823 on a paid-for basis, and closed the 
year with $294,348,813 of insurance outstanding, 
this amount representing an increase of nearly 
$41,000,000. It likewise increased its assets by 
$4,707,391, and its income by $1,386,550. The 
Phoenix Mutual now reports assets amounting 
to $57,168,930, with an excess of assets over 
ascertained and computed liabilities of $3,505,- 
366. This latter sum is to provide for dividends 
or abatements on outstanding premiums avail- 
able in 192I, accrued taxes, mortality fluctua- 
tion, disability and double indemnity fluctua- 
tions; investment fluctuations, and general 
equalization funds. The company’s premium 
income last year was $10,064,309, and its pay- 
ments to policyholders amounted to $6,415,573, 
including death claims, endowments, dividends 
and surrender values. President John M. Hol- 
combe and his associates are to be congratulated 
upon the excellent results of the year. 
Insurance Company of 

America 

The Old Line Life Insurance Company of 
America, located at Milwaukee, Wis., has an- 
nounced the result of its year’s work for 1920. 
In brief, the record is as follows: New paid- 
for business, over $13,250,000, an increase of 50 
per cent or about $5,000,000; life insurance in 
force December 31, 1920, was $33,000,000; ad- 
mitted assets increased over $600,000, and now 
amount to over $3,000,000, while its income last 
year was over $1,250,000. The Old Line Life 
has paid policyholders and their beneficiaries 
more than $600,000 since its organization. The 
company now does business in Wisconsin, IIli- 
nois, Iowa, Michigan and Minnesota, writing 
life, accident and health insurance. Rupert F. 
Fry is president of this substantial and growing 
company, and John E. Reilly is its secretary 
and treasurer. 


Old Line Life 





United Life and Accident, Concord, N. H. 

The year 1920 was one of excellent growth 
with the United Life and Accident Insurance 
Company, of Concord, N. H. Increases were 
made as follows: In insurance in force, $5,- 
942,347; in policyholders’ reserves, $229,697 ; in 
admitted assets, $272,236; in premium income, 
$181,122; in income from interest and rents, 
$14,507; in surplus, $29,004. The company now 
reports assets amounting to $1,864,421, a policy 
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reserve of $1,056,705, and a surplus to policy- 
holders (including $500,000 capital) of $760,- 
833. It reports insurance in force on a paid- 
for basis amounting to $18,803,144, while its 
premium income last year was $612,409. Presi- 
dent S. W. Jameson is assisted by an able corps 
of officers as follows: Vice-president and gen- 
eral counsel, Allan Hollis; secretary, Robert 
J. Merrill; treasurer, John B. Jameson; med- 
ical director, Robert J. Graves, M. D.; assist- 
ant-treasurer, Charles M. Jackman; secretary, 
Richard Brodin; consulting actuary, Miles M. 
Dawson. The directors are gentlemen of wide 
business and professional interest, one of them 
being president of ten corporations, vice-presi- 
dent of three others, and treasurer, manager or 
director of eight other concerns. 





Preferred Life of Topeka Organized 

The Preferred Life Insurance Company of 
Topeka has completed its permanent organiza- 
tion and has filed its application for authority 
to begin business in Kansas. This company is 
one of the Miller group of insurance com- 
panies, organized by Clyde and Will Miller 
and their associates. It has a capital of $100,- 
ooo and a surplus of $50,000. It proposes to 
increase its capital to $2,500,000 under a plan 
to sell stock of the company to every policy- 
holder. The ‘officers of the company are: 
President, L. T. Hussey, State Fire Marshal ; 
secretary, Will J. Miller; actuary, W. J. 
Bryden; medical director, Dr. Milton Miller. 

The directors are: L. T. Hussey, Topeka; 
W. J. Miller, Topeka; W. J. Bryden, Topeka; 
S. E. Cobb, Topeka; F. C. Kaths, Topeka; 
Ralph T. O’Neill, Topeka; James A. Allen, 
Chanute; Roy Crawford, Topeka; Frank Hun- 
sicker, Osage City; W. E. Davis, Topeka; 
A. M. Catlin, Topeka; H. D. Martin, Kansas 
City; I. W. Jones, Topeka; W. L. McElfresh, 
Osage City. 


Fraternal Congress Elects Officers 

The annual meetings of the organizations 
affiliated with the ‘National Fraternal Congress 
were held at the Hotel Sherman, Chicago, 
February 23-25. The Fraternal Society Law 
Association convened Wednesday, and the 
president’s section went into session Thursday 
morning. 

At the closing session on Friday, W. M. 
Phillips, actuary for the Royal Neighbors, was 
appointed chairman of the committee of officers 
to attend the next meeting of the Insurance 
Commissioners, and to protest against the 
adoption of the gain and loss exhibit recom- 
mended by a committee of actuaries and that 
changes in section C of the fraternal law 
cannot be made without changes in the State 
law. 

The following officers were elected: Pres- 
ident, Mrs. Frances E. Burns, Port Huron, 
Mich., head of the Lady Maccabees; vice-presi- 
dent, C. B. Gardner of the Praeteorians, Dallas, 
Texas; secretary, Joseph G. Ray, head clerk 
of the Modern Woodmen, Rock Island, IIl.; 
treasurer, B. B. Smith, legal adviser of the 
Royal Neighbors. These officers make up the 
executive committee of the congress. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford asualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 








NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mak. ROCHESTER 


Actuarial 


Actuarial 











MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 











J. H. NITCHIE 


ACTUARY 


19 SOUTH LA SALLE STREET 


1523 Association Building 


Telephone, State 4992 CHICAGO 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 

















PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 











MAJESTIC BLDG., DENVER, COL. 256 BROADWAY NEW YORK 
DONALD F. CAMPBELL W. R. HALLIDAY 
SOBRINOS DE EZQUIAGA CONSULTING ACTUARY CONSULTING 
76 WEST MONROE ST. CHICAGO ACTUARY 
ESTABLISHED 1821 Totugene; Rentals 906 INSURANCE EXCHANGE CHICAGO 


General Insurance Agents 


Box 351 
San Juan Porto Rico 











J. L. MITCHELL 


1s prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. . ; 
Temporary money advanced on strictly private 
ments. 
communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, Iowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















Actuarial 











FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F., A. S. 


CONSULTING ACTUARIES 


35 Nassau Strect New York 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 








JNO. A. COPELAND 
CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 














T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 











F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 





26 W. 44th ST., NEW YORK 





A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 

















ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 
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Casualty, Surety, Etc. 








Insurance Examiners and Adiuster: 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Phone Rector 8591-0538-0652 
INSURANCE ADJUSTERS 


APPRAISEMENTS 
INVESTIGATIONS—ADJUST MENTS 








COLLISION 
FIRE—THEFT 
PROPERTY DAMAGE 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly polleyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TBRRITORY: 


Virginia and North Carolina 











NEW YORK LIFE UNDERWRITERS 
MEET 
Paid Secretary Becomes Accomplished Fact 
—Executive Committee Increased 


The regular monthly meeting of the New 
York Life Underwriters Association was held 
at 12:30 noon, in the rooms of the Merchants 
Association on Tuesday of this week. 

The meeting first took action on the proposi- 
tion of increasing the dues so that funds could 
be raised to provide a salary for a paid sec- 
retary and his office. This was passed and 
thus the principal aim of President Robert 
Jones became a reality. 

The second amendment was one providing 
for an increase in the executive committee of 
the association so that soliciting agents should 
always have equal representation with officers 
and general agents. This amendment was also 
passed wthout opposition, 

A third amendment was offered by Lawrence 
Priddy, which was in effect the same article as 
is incorporated in the by-laws of the National 
Association and in many local bodies. It pro- 
vided that all new business be submitted to the 
executive committee in writing before being 
submitted to the regular meeting of the asso- 
ciation. If, however, a member should be 
sustained by a majority vote from the floor, 
he could present his business directly. The 
motion to adopt it was hotly contested by 
members of T, Reid Fell’s office and in count- 
ing the votes it was found that the necessary 
two-thirds majority was lacking. This was a 
considerable disappointment to a large number 
of the members and it was considered a mis- 
take that a vote by companies had not been 


called for, 
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W. L. PERRIN & SON MAKE CASUALTY 
CONNECTION 
Appoint General Agent of Continental 
Casualty 

The Continental Casualty of Chicago has ap- 
pointed W. L. Perrin & Son general agents in 
New York, with an exclusive contract. The 
Perrin agency has established a casualty de- 
partment in connection with its other lines, of 
which Charles Bellinger is Mr. 
Bellinger was until recently manager of the 
Fidelity and Casualty’s accident and health 
business, 

The Continental Casualty has maintained its 
only branch office in New York under the 
direction of Resident Secretary T. J. Ketcham. 
This office will continue to function as a service 
organization for the company’s clients, but will 
cease to be a productive factor. The policy- 
holders and brokers of the company will 
virtually have home office service under this 
plan. 


manager. 


Maryland Casualty Statement Regarding 
Penn Bank Case 


The Maryland Casualty Company of Balti- 
more has issued the following statement re- 
garding the North Penn Bank case: 

Since a wrong impression has gone abroad 
concerning the action of the Maryland Casualty 
Company in the North Penn Bank case, we are 
publishing the following statement which 
shows the justice of the company’s stand: 

The Maryland Casualty Company executed 
its bond on behalf of the North Penn Bank 
running to the Seneca Fire Insurance Company 
of Buffalo, N. Y. James J. Boland was the 
president of the fire insurance company. 

The bond was in the sum of $100,000 and 
guaranteed the funds of the fire insurance 
company. On the failure of the bank the fire 
insurance company made claim under the bond 
and it was discovered that James J. Boland, 
president, and the rest of the officers, had_bor- 
rowed so much money from the North Penn 
Bank on worthless paper that the bank’s 
suspension followed. ; 

The Maryland Casualty Company denied 
liability under the bond on the ground that 
Boland in making such improper loans from 
the bank contributed to its insolvency. 

The Insurance Commissioner of New York 
took over the Seneca Fire Insurance Company 
and made another demand on the Maryland 
Casualty Company for payment, which demand 
was refused on the grounds set out above. 

The National Surety Company made a pay- 
ment to the Insurance Commissioner of New 
York of $77,000 with an understanding that 
any amounts for which they should not be 
liable would be returned. 

The National Surety Company has made a 
counter claim against the Insurance Commis- 
sioner asking the return of the $77,000 so paid. 

These issues have been tried and a verdict 
is expected to be rendered some time shortly. 

a 

__Tt’s better to save when a man’s young than to 

when he’s old. And the way: An insurance 


slave ; 
5 or pension insurance-65 policy.—Protection, 


annuity-6 
Travelers Ins. Co. 
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Fidelity and Deposit Opens New Office 

One of the most important events that has 
taken place recently in San Francisco insurance 
circles is the establishment of a Pacific execu- 
tive office by the Fidelity and Deposit Com- 
pany of Baltimore. The office will perform all 
the duties usually performed by the home office 
for the States of Washington, Oregon, Cali- 
fornia, Montana, Wyoming, Colorado, New 
Mexico, Idaho, Nevada, Arizona and Utah and 
the territory of Hawaii, and will be in charge of 
Resident Vice-President Guy LeRoy Stevick, 
who will have associated with him Leland W. 
Cutler as Pacific coast manager. Mr. Cutler 
resigns as superintendent of the surety depart- 
ment of the A£tna casualty and surety depart- 
ment at San Francisco, with which he has been 
connected for the past six years to assume his 
new duties. The new offices were opened on 
March 1 in the Insurance Exchange building 
in which are also located the company’s San 
Francisco offices, which are in charge of Man- 
ager C. K. Bennett. 


Would Amend Texas Compensation Law 

Representative John Davis of Dallas has in- 
troduced a bill in the House, the same bill be- 
ing introduced in the Senate by Senator David- 
son, which seeks to amend the Texas Work- 
men’s Compensation Law by abolishing the 
Industrial Accident Board and transfer the 
jurisdiction and authority exercised by it to 
the several county judges of the State in which 
any accident in question happened, and fixing 
The House com- 
mittee on judiciary has made an adverse re- 
port on the bill. The Senate committee has not 
yet reported. 

The bill also abolishes the Texas Employers 
Insurance Association as now constituted, and 
permits the employer to carry his own insur- 
ance in the manner provided for in the act, or 
take out insurance in some insurance company, 
duly licensed thereunto. It also provides for 
mutual or reciprocal insurance in practically 
the same manner as provided in the present 
law. The act expressly provides that the in- 
surance company shall be directly liable to the 
insured employe for all the obligations of the 
act placed on the insured employer. 


their fees for such service. 


Auto Insurance Changed 

An important change in the methods of auto- 
mobile insurance is announced by the tna 
Casualty and Surety Company and the Auto- 
mobile Insurance Company, which is affiliated 
with the Aetna. These companies will not here- 
after write policies for motor car insurance 
involving payments of losses for sums of $100 
or less. This step, said E. H. Morrill, Jr., 
manager of the brokerage and agency depart- 
ment, was taken to curtail the number of auto- 
mobile traffic accidents. 
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House-Cleaning Time Is 
Time for an 


OSTERMOOR 


See this Model 


in our Big 
ne 





“‘Built— 
not stuffed’’ 











This tabel is on every genuine 
Ostermoor 


If you want the best mattress made, though not the 
highest priced, come into our big showrooms and see 
this full-size Ostermoor. 6 ft. 3 in. long, 4 ft. 6 in. wide. 
Built—layer-wise, in the famous Ostermoor way—eight 
interlacing fibrous sheets of wonderful elasticity, hand 
laid and enclosed within a moisture-proof, dust-proof 
and vermin-proof tailor-made tick. Cannot bag, sag 
or lump. Never needs renovating. Lasts a lifetime. 


Mattresses, Cushions, Springs and 
Bedsteads—Priced Low 


Whatever your requirements in bedding may 
be, don’t buy elsewhere until you have visited our 
big, modern showrooms and have examined our en- 
tire Ostermoor line. Your visit will be decidedly 
worth while. Illustrated re Booklet eal ; 


OSTERMOOR & C OMPAN y 


114 Elizabeth St. (Near Grand St. 3rd Ave. ‘“‘L’”’ Station), New York 
Telephone No. 4 Spring 
Showrooms extend through the block to 132 Bowery, adjoining Bowery Savings Bank 

















BUSINESS INSURANCE 


A Concise Description of the Adaptation of Life 
Insurance to the Protection of Corporations, Business 
Firms and Individuals. 


By Forses LiInpsay 


This is a book designed to aid the agent in acquir- 
ing the ability to formulate plans to meet the needs 
of business firms and corporations for protection. 


Business Insurance Principles Illustrated by Typ- 
ical Examples drawn from Actual Experience. 


Price, in flexible binding, $1.5¢ per copy. 
THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 WILLIAM STREET 
NEW YORK “i 


QNBURANCE EXCHANGE 








** Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. A\s interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 


Incorporated 


Box 617 Louisville, Ky. 
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A NEW BOOK BY 
WILLIAM ALEXANDER 


THE PROSPEROUS AGENT 


Characteristics of the successful life insurance 
solicitor 


Per copy, card board, $1.00 Red cloth, $1.50 
(In Press) 





OTHER BOOKS BY 
WILLIAM ALEXANDER 


EDUCATIONAL SERIES 
1. What Life Insurance Is and What It 


Does 
Text book, or primer, dealing with the fundamental 
principles on which all sound life insurance rests. 
Price $1.50 
2. How to Sell Insurance 


Primarily for the guidance of inexperienced agents. 
Price $2.00 


3. The Art of Insurance Salesmanship* 
A series of practical hints on canvassing, to stimulate 
the thought of both experienced and inexperienced 
agents. 


*The third volume of this series will be published on or 
about January 1, 1922. 
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STOCK VS. MUTUAL INSURANCE 


Arguments for Stock Company Agents in 
Competing with Mutual and Reciprocal 
Organizations 

Executive and agents alike have requested 
the publication in leaflet form of an article en- 
titled “Stock vs. Mutual Insurance,” which re- 
cently appeared in THe Spectator. It is a 
digest of the best arguments which have been 
advanced against the social, mutual and re- 
ciprocal forms of fire, casualty and liability in- 
surance. 

State insurance is treated first in this new 
leaflet ; it is clearly shown to be the victim of 
political whims and official red tape. It proves 
that the acquisition costs are not eliminated, 
they are simply distributed in a different way. 
The logic is so clear that no one need to be 
familiar with insurance to get its force. 

Three reasons are given to show that mutual 
and reciprocal companies are increasing the 
cost of insurance rather than decreasing it— 
three unbeatable arguments. The point of per- 
sonal liability is cleverly and forcefully illus- 
trated by an excerpt from the autobiography 
of Andrew Carnegie, 

The leaflet does not fail to put forth the ad- 
vantages of stock insurance, showing the 
mighty bulwark of protection which backs 
their policies. The article is completed with a 
brief but convincing summary. 

The attention of company officials and agents 
is thus called to this leaflet, which points out 
the weaknesses of the competition of mutual 
and reciprocal organizations and shows the in- 
surance buying public that stock insurance is 
the best protection. “Stock vs. Mutual Insur- 
ance” sells for ten cents a copy; 50 copies, $2; 
100 copies, $3; 500 copies, $12; 1000 copies, 
$20; 5000 copies, $80; 10,000 copies, $150. 


Fidelity and Casualty Company Increases 
Physicians’ Liability Rates 

Announcement was made last week by Dr. 
C. V. Everitt, vice-president of the Fidelity 
and Casualty Company of New York, that the 
experience of the company with physicians’ 
liability insurance had been so disastrous that 
an increase in the rate had become imperative, 
and that on and after March to the rate on 
new business will be increased to $45 for 
$5/15,000 limits. The new rate will become 
effective on renewal business beginning with 
the May expirations. 

The experience for the past ten years has 
been appealing, Dr. Everitt states, and the 
present premium charge is not sufficient to 
cover even the cost of the preparation and de- 
fense of claims. 


Federal Casualty Enters Massachusetts 

The Federal Casualty Company recently 
entered Massachusetts, and William H. Jones 
of Boston, an experienced health and accident 
agency director, is now engaged in organizing 
the State for the Detroit company. 
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Noah Clark has been appointed agent for 
the Mercantile Insurance Company for the 
Eastern district of Brooklyn. 


Benjamin Rush, president of the Insurance 
Company of North America, has gone to the 
Pacific coast in connection with business. 


Wm. H. McGee, head of the Wm. H. McGee 
Insurance Co., 15 William street, has returned 
from an extended tour of Pacific coast cities. 


Willett K. Boger, well-known advertising 
representative of the Eastern Underwriter, is 
ill at his home. It is feared by his friends that 
his illness may prove to be serious. 


Charles W. Hale, formerly manager of the 
Eastern department of the Federal Casualty 
Company, of Detroit, is no longer with that 
concern, his connection having been terminated 
as of February 17. 


The Federal Casualty of Detroit, Mich., has 
been admitted to the Massachusetts to transact 
accident and health business. William H. 
Jones of Norwell has been appointed Boston 
agent. 


Philip Stockton, president of the Old Colony 
Trust Company and one of the most prominent 
men in financial affairs in Boston, has been 
added to the board of directors of the Great 
American and of the American Alliance In- 
surance Company. 


Colonel Richard G. Cholmeley Jones has re- 
signed as director of the Bureau of War Risk 
Tnsurance to become vice-president of the 
Finance and Trading Corporation of New 
York, an organization affiliated with the firm 
of G. M, P. Murphy & Co. 


Frederick Westing, the new head of the 
automobile department of the Employers Fire, 
was given a send-off by his former associates 
in the Boston and Old Colony in the Boston 
Yacht Club. Mr. Westing was presented with 
a handsome bronze desk set from the junior 
clerks and a fitted pigskin kit bag from the 
senior members of the staff. 


J. C. Corbett of Chicago, manager of the 
Western department of the Northern Assur- 
ance of London, recently spent several days 
in San Francisco, the guest of Manager 
F. C. H. Robins. Mr, Corbett is making his 
annual tour of the Pacific coast territory and 
left San Francisco for Portland and Seattle. 


Harold P. Ausherman, an engineer for the 
rating division of the Kansas Insurance De- 
partment, has resigned. He goes to Kansas 
“ity to take a position with the Kansas City 
Inspection Bureau. Ausherman was a member 
of the ammunition train of the Rainbow Di- 
vision in France. Ausherman is the State 
commander of the organization of Veterans of 
the Rainbow Division. 


H. E. Hoxie has been appointed chief clerk 
of the Pacific coast branch of the National 
Board of Fire Underwriters, which has its 
offices at San Francisco. Mr. Hoxie was for 
several years secretary of the Fire Prevention 
Bureau of the Pacific, which was recently 
merged with the National board and previous 
to that connection was a member of the staff of 
the Oregon Insurance Department. 


H. L, Kinney is now established in his new 
headquarters at Albuquerque, N. M., from 
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which he will cover the whole of Arizona and 
New Mexico as special agent for the Liverpool 
and London and Globe. Mr. Kinney has been 
connected with the company named since the 
early part of I9g19, first as assistant examiner 
of the Pacific coast department with head- 
quarters at San Francisco, and more latterly 
as examiner. 


Harold P. Trosper, well-known agent of the 
Northern Assurance Company of Michigan, 
whose phenomenal production of last year is a 
matter of record, has started the new year 
well by leading the entire agency force of his 
company for January. The office has placed a 
$40,000 handicap on him for the future months 
of the year so that he may not win the place 
so easily. However, Mr, Trosper is a pro- 
ducer of exceptional merit and may be ex- 
pected to overcome his handicap before the 
year closes. 


W. J. Bryden, actuary for the Kansas In- 
surance Department, has resigned to become 
the actuary and general manager for the Pre- 
ferred Life Insurance Company of Topeka. 
Mr. Bryden was formerly a coal miner in 
Osage county and came to the Insurance De- 
partment nearly fifteen years ago as a clerk 
when C. W. Barnes was Superintendent of In- 
surance. Charles E. Hobbs of Baldwin has 
been appointed actuary to succeed Mr. Bryden. 
He has been an examiner for the department 
for many years, 


M. G. Nichols, general manager of the Euro- 
pean General Reinsurance Company of London, 
England, sailed on the Rotterdam, bound for 
London, early last week. Mr. Nichols occupies 
a unique position in the insurance world, he 
being probably the only American who is gen- 
eral manager of an English company. Mr. 
Nichols came over after an absence of several 
years, about six months ago, intending to re- 
main only about two months. Work piled up 
on him, however, to such an extent that he was 
obliged to remain longer. He confessed also to 
having enjoyed his visit to the States so much, 
that his continuance here had some basis in 
pleasure as well as work. 


Western States Life Buys San Francisco 
Property 

The Western States Life Insurance Com- 
pany of San Francisco has purchased the prop- 
erty on Market street adjoining its home office 
at Sixth and Market street, and as soon as 
building conditions will permit, will tear down 
the two-story structure now occupying the 
newly acquired Market street frontage and 
will erect thereon a seventeen-story building. 
At the same time two stories will be added to 
the present fifteen-story home office building. 


William Morrison Becomes Agency Director 

It is announced that William Morrison, an 
insurance man of wide experience, has been 
appointed director of agencies of the Farmers 
National Life. Mr. Morrison was at one time 
with the London Life and later with the Do- 
minion Life and served as secretary of the 
Life Underwriters Association of London, Ont. 
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THE EUREKA LIFE INSURAN€E COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr.» Sec’y & Treas. 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 











Ls FOLDER 
SHOWING ELABORATE DISPLAY 








THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 





New Policy Centracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 





WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 








HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483,100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 





WE WANT AGENTS 


INDIANAPOLIS, INDIANA 
to push our five=-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 
@ “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 

















THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kanras 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, . 

















- THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A **Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 230,0 
The Reserve Fund is more ttee %13, 000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 











WANTED—THREE 


Three General Agency Contracts Open 


Northern Missouri—Illinois—Pennsylvania 
WRITE 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 
St. Louis, Mo. 


INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 


An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- 
nities for Live Men. 


J. O. LAUGMAN 
President 


A. JOHNSON 
Sec. & Med. Dir. 




















